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Field—An In- 
creased Opportunity 


UR Agents can sell policies on the annual 
premium plan, up to $3,000, to young men and 
‘young women as young as age 2—protective insurance 
and Educational and Business Start Endowment Insurance. Ls 
This extension of the age limit for Ordinary Insurance down to 
age 2 helps our Agents considerably. We issue Participating and a 
_ Non-Participating Policies. As regards adults, we write contracts 
with Double Indemnity provisions covering any kind of fatal accident, 
or with Double Indemnity provisions covering fatal travel accident 
only, as may be desired. We issue policies with waiver of Pre- 
mium and Disability Annuity or Instalment Payment features. 
We insure males and females at the same rates. 


“THE OLD COLONY LIFE 
INSURANCE COMPANY 
of CHICAGO, ILL.” 
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“Experienced Service 
By Experienced 
Human Beings 











It is a fact beyond argument, that 
the agent in the field—the man on the 
firing line—is the best judge of the 
quality and sufficiency of the co-opera- 
tion any company gives its agents. 


For the same reason, it is equally 
true that the best type of company co- 
operation is not evolved by an official 
whose experience has been limited to 


A. M. MILLER, President 


There is a difference between experience and practice, and it is best expressed by the word 





*‘knowledge.” 


Any office employe can get a world of “practice” in dispensing cut-and-dried co-operation planned 
and executed by men who never seriously carried a rate book or battered down the prejudices of an 


adverse prospect but— 


THAT IS NOT EXPERIENCE! 


Experience observes results and applies accumulated knowledge to improve successive performances. 


The executive heads of the UNION NATIONAL LIFE in charge of field operations have been, 
are today and always will be agents in spirit and in fact. 


They have experience—not mere practice. 


They can and will help their agents with knowledge that fits their requirements. More than that; 
they'll stick to a good man “until the cows come home.” 


If you want to get in touch with an organization where you can be sure the officials will understand 
you, appreciate your problems and feel sympathetic interest in your ambitions, write a letter to 


A. M. MILLER, President 
Union National Life Insurance Company, Houston, Texas 


Act ae Ss Misch 's, 1979. 





swivel-chair activities inthe home office. GEO. E. WOODS, General Supervisor 


= 
Z 
4 








one ew oe ees cele” 














PUTT EPL CUO ULC C OL OOOO COOOL DEEL CLLR ib bbb bab blab bela hate haat hah ah heheh ttahshhehtahtatahl 





Sa 


The National Underwriter 


LIFE INSURANCE EDITION 





Twenty-Fifth Year. No. 48 


CHICAGO, CINCINNATI AND NEW YORK, THURSDAY, DECEMBER 1, 1921 


_ $3.00 per year, 15 Cents a Copy 





TAXES ON ADDITIONAL 
BENEFITS CONTESTED 


Secretary Blackburn of American 
Life Convention Files Brief 
At Washington 


ARE ALL ONE CONTRACT 


Higher Tax Shows Congress Intended 
to Cover All Features—Not 
Casualty Insurance 


WASHINGTON, D. C., Nov. 29.— 
The controversy between the Oregon 
Life and other life companies writing 
permanent disability and double in- 
demnity benefits on one hand, and the 
United States treasury department on 
the other, relative to taxation on those 
features, is now being considered by the 
treasury department and a ruling will 
soon be made. The treasury depart- 
ment is inclined to hold that where the 
policy provides for life, disability and 
accidental death benefit, the same is a 
combined life, health and _ accident 
policy and each feature must pay sep- 
arate tax. The disability feature would 
pay the casualty premium tax and the 
double indemnity the same tax as the 
principal policy. The department ap- 
pears to be inclined to hold that the 
additional accidental death benefit in- 
creases the life policy by the amount of 
the benefit, whether set out in the main 
policy or by rider. T. W. Blackburn, 
secretary and counsel of the American 
Life Convention, is now in Washington 
presenting the case in behalf of the 
Oregon Life and other companies. He 
has made a study of the problem and 
has drawn up an able brief in support 
of the contention that a tax should be 
levied only upon the principal amount. 


Issue in Oregon Case 


The case which resulted in definite 
action is that of the Oregon Life, which 
case was considered at the annual meet- 
ing of the American Life Convention. 
The Oregon Life inserted the double in- 
demnity benefit in July, 1920. The per- 
manent disability rider had only been 
in operation since April, 1919. The ad- 
ditional accident indemnity costs $2 to 
the policyholder, while the company 
pays out $2.60 on it. Reinsurance takes 
$1.40 and first year commission $1.20. 
Che tax, as claimed by the collector of 
internal revenue, was 80 cents, which 
made the total cost of acquisition $3.40, 
for which the premium was $2. The 
Oregon Life was asked to pay the full 
life tax of 8 cents for $100 on the main 
policy, the double indemnity and the 
accident and the disability benefit. This 
charge of 24 cents for $100, which was 
prohibitive to the Oregon Life, was 
not admitted by the company, but the 
treasury department ordered its pay- 
ment as well as the penalty charge of 
5 per cent with 1 per cent a month ad- 
ditional. The injustice of this tax and 
the diversity of opinion in various dis- 
tricts caused action on the part of the 





TWO COMPANIES MOVE 


RETIRE FROM BANKING PLAN 





Mutual Life and Massachusetts Mu- 
tual Life Say They Will Make 
No Further Arrangements 





The Massachusetts Mutual Life has 
notified its general agents that it will 
make no more banking connections 
whereby life insurance is sold in con- 
nection with savings deposits. Bokum 
& Dingle, general agents at Chicago, 
recently formed an alliance with the 
Fort Dearborn National Bank of that 
city and that arrangement will con- 
tinue. However, the company believes 
it wise not to extend its operations in 
this direction. 

The Mutual Life of New York has 
also notified its men that temporarily 
at least it will withdraw from the 
banking field, leaving its present 
arrangements intact. 

There are several questions that pre- 
sent themselves to companies in con- 
sidering this subject. In the first place 
there are various kinds of solicitors that 
are out selling bank deposit accounts 
and insurance. Many of them are not 
under direct contract with the life com- 
panies or general agents. The insur- 
ance company, therefore, does not have 
the control over these agents that it 
does over its own men. In many cases 
they are the solicitors for the bank it- 
self. Again not all banks are seasoned. 
Many of them have recently started and 
have not reached the point of perma- 
nency. People might well believe that 
the life insurance companies are back 
of these banks. 

Another objection raised is that the 
soliciting is done in a hit or miss fash- 
ion by people who have not been 
trained fundamentally in life insurance 
salesmanship. Then again some com- 
panies say that there is no contact be- 
tween the companies and the agents. 
There is a lack also of opportunity for 
companies to give the service that they 
do in connection with their own policy- 
holders that have been secured by their 
own agents. Furthermore, some com- 
panies say that they would not care to 
bring on the opposition of their agents 
who fear the encroachment of bank 
clerks and employees on their own busi- 
ness. In some cases it is said that there 
has been a conflict as to the amount of 
the deposit to be spent for insurance 











and the amount put in the savings 
account. 
American Life Convention. The full 


24 cent charge was made in Oregon. 
In Indiana a demand was made for 1 
per cent upon premiums charged for 
accident benefit in addition to the 8 
cent tax on the face of the life policy. 
The conflict over the amount to be 
asked is now being investigated. Mr 
Blackburn states that the department 
appears to be making an honest inquiry 
and desires the controversy between 
collectors and companies to remain in 
status quo pending the hearing and de- 
termination of all questions. 

While the department is inclined to 
require the disability feature to pay the 

(CONTINUED ON PAGE 15) 





NOW EXTENDING SCOPE 





GETTING INTO SUB-STANDARD 





Bankers Life of Iowa Has Gradually 
Widened Its Course in Handling 
Under-Average Risks 





The Bankers Life of Des Moines, the 
early part of the year decided to accept 
various occupations involving an extra 
mortality on account of health or ac- 
cident hazards. It also started to ac- 
cept certain types of overweight risks 
involving a mortality higher than 
normal. The company has now ex- 
tended the plan to cover various phys- 
ical impairments other than over- 
weight. Actuary J. E. Flanigan, of the 
company, in commenting on this de- 
partment, says: 

“We wish it understood that the sub- 
standard business which we are now 
doing is not of general sub-standard 
business, but we might say ‘limited.’ 
We will not consider risks which show 
a mortality of more than 75 per cent 
above normal. We will not consider 
any risk for over $10,000 and there 


‘are various minor restrictions. 


Will Not Take Brokerage 


“Another restriction is that we wil! 
not accept business from agents of 
other companies and in fact, our sales- 
men are to be urged to solicit their in- 
surance along the same line as hereto- 
fore. The main purpose of entering 
this field was to salvage the time put 
in by the agents which was previously 
wasted to a large extent through re- 
jection of the business by this company. 
In other words, we are trying to make 
the salesmen’s work more efficient and 
more remunerative and at the same 
time afford broader protection to the 
public. I believe that it will cut down 
the percentage of business rejected 
considerably. 


Will Be More Generally Written 


“Personally, I believe that it is just 
a question of a few years before most 
of the leading companies will be doing 
sub-standard business, either in a gen- 
eral or limited way. The companies are 
in a much better position today than 
they were even five years ago, as they 
have access to much more statistical 
knowledge upon under-average lives. 
While the statistics are valuable as a 
guide in underwriting this type of busi- 
ness, I believe that the main require- 
ment for any company is to have com- 
petent, well trained actuarial ai¥d 
medical help in order to justify doing 
this type of business.” 


Will Meet at Des Moines 


Jack Hughes, general agent for Des 
Moines for the Northwestern Mutual 
Life, has been notified that the district 
and general agents of the company will 
meet in Des Moines in February. This 
will bring some 200 agents to the city 
since the association of Iowa agents 
will be held at the same time. Twelve 
states will be represented at the gen- 
eral agents’ convention. W. D. Van 
Dyke of Milwaukee, president of the 
company, and Dr, J. W. Fisher, home 
office medical director, will attend. 





GREAT SOUTHERN LIFE 
CONTROL TRANSFERRED 


E. P. Greenwood and Other Dallas 
Men Get Majority Stock of 
Texas Company 


TO BE MOVED TO DALLAS 


Home Office Will Go There From 
Houston—Greenwood to Be Made 
President of Company 


DALLAS, TEXAS, Nov. 29.—The 
majority of the stock in the Great 
Southern Life has been acquired by 
Dallas men, and the home office of the 





EE. P. GREENWOOD 
New President Great Southern Life 


company will be moved from Houston 
to Dallas in a few days, according to an 
announcement here. E. P. Greenwood, 
vice-president of the Great Southern 
and in charge of the Dallas office since 
the company moved its headquarters 
from Dallas to Houston more than a 
year ago, and seven other Dallas busi- 
ness men bought the interests of Hous- 
ton men in the company. The interest 
of O. S. Carlton, president of the com- 
pany, went with the others, it was said. 
Mr. Greenwood will be elected presi- 
dent of the company at a meeting of 
the board of directors in a few days. 
President Carlton and other Houston 
business men interested in the Great 
Southern came to Dallas for the pur- 
pose of making the deal. 


Price More Than $1,000,000 


While the figures connected with the 
purchase of the company were not made 
public it was said the price was more 
than $1,000,000, The Great Southern 
is one of the strongest companies in this 
section of the country and has assets 
amounting to $10,000,000. : 

There will be no changes in the policy 
of the company, it was said, at this 
time. Whether there are to be changes 
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in the future will depend upon the de- 
cision of the officers and directors fol- 
lowing a reorganization. It was said 
the company would be, or rather is ex- 
pected to be, in its new quarters in 
Dallas by the first of the year. The 
transfer will not take long since the old 
offices of the company have been main- 
tained by the general agent here and 
they will be occupied by the company 
as general offices until more suitable 
quarters can be found. 

It was wegorind that the company will 
erect an office building in Dallas in a 
short time. This is the second time 
that the company has moved from 
Houston to Dallas, but this time it is 
here to stay. 


History of the Company 


The Great Southern Insurance com- 
pany was organized in Houston in 
1906. J. S. Rice, banker, was the first 
president. Some ten years later the 
company moved to Dallas. Pretty soon 
it bought the Busch building for general 
offices, paying $600,000 for it. After 
taking in two smaller Texas companies 
the Great Southern bought the Wichita 
Southern of Wichita Falls and moved it 
to Dallas under a merger. Later on the 
Oklahoma National was acquired for 
several million and that company 
brought to Dallas. The company then 
got in the market for the Missouri State 
Life and is reported to have lacked but 
about two shares of stock of getting 
control of that company before the 
stockholders realized what was going 
on, Finally it disposed, or was sup- 
posed to have disposed, of its holdings 
in the Missouri company. It was the 
intention of O. S, Carlton to make the 
Great Southern the strongest company 
in the Southwest and he lacked little 
of doing it. 

When the Great Southern was moved 
to Houston, because the president 
moved there, there came up the propo- 
sition of the company owning the office 
building here. The Texas laws do not 
permit an insurance company to own 
office buildings other than what it uses 
for its home office. The home office 
went to Houston with the officers of the 
company and the building was put on 
the market. It was said the building 
was sold to John Henry Kirby and oth- 
ers for $2,500,000. That was a profit of 
$1,900,000. 


No Building Bought 


Now creeps in the rumor that the 
company still owns the building. It is 
said Mr. Kirby was interested in the 
Great Southern and that the transfer 
was made only in order that the law 
might be complied with. Mr. Green- 
wood, however, says no building was 
bought; that the Dallas men bought the 
company and not any building. He 
said further that the new organization 
would have nothing to do with build- 
ings or offices owned by the old com- 
pany, if any were owned. He intimated 
that the company under the new officers 
would probably seek a home of its own. 
If the company gets in the market for 
a building for its home offices it would 
just as soon buy one as another, and 
that means the Busch building, the old 
home of the company, would be con- 
sidered if the price was right. 

Mr. Greenwood came to Dallas when 
the Wichita Falls company was bought. 
He has been with the company ever 
since. He is regarded as one of the 
best insurance men in the South and 
there is a feeling that he will continue 
to strive to make the Great Southern 
the strongest company in the South- 
west. 

The closing of the deal for the Great 
Southern has revived the stories about 
the organization of a new million dol- 
lar company here in which George W. 
Jalonick and other Dallas business men 
were to be interested. It is stated on 
good authority that the plans for that 
company are rapidly taking shape. It 
was learned, however, that the proposed 
organization of the new company is In 
no way -connected with the Great 
Southern deal. 





Banks and Life Insurance— 
Is the Affiliation Dangerous? 


BY ARTHUR F. HALL 
Vice-President and General Manager Lincoln National Life 


O FAR as I know the Lincoln Na- 
S tional Life was the first company 
to experiment with this -_. My 
opinions, therefore, are based upon a 
longer experience with the plan and I 
expect more thought upon it than any 
other person has as yet given it. We 
have been working with this plan for 
almost two and a half years. I judge 
you will be interested in an explana- 
tion of the plan as we use it, especially 
as it differs radically from plans being 
used by other companies. I shall first 
address myself to the resolutions re- 
cently passed by the Cleveland Life 
Underwriters’ Association. 

I have been expecting this explosion 
for some time. I am glad it has come 
because the interest of the underwrit- 
ers will tend to clarify the atmosphere 
and lead us all to a better understand- 
ing of the merits and demerits of the 
various savings-insurance plans now 
being affered the public with the result, 
I am sure, that a plan acceptable to all 
interests will be developed and gener- 
ally adopted. I am in entire accord with 
the general idea behind the objection 
of the Cleveland underwriters, although 
I cannot agree with all their opinions. 


HE first objection voiced by the 

Cleveland Life Underwriters’ Asso- 
ciation is that “Service to policyholders 
would be inferior to that now furnished 
by life insurance representatives, creat- 
ing unfriendliness toward both insur- 
ance and banks.” I am heartily in 
accord with this view if any form of 
permanent insurance is used. 

The second: objection, “The cost of 
collection service would be excessive,” 
is wrong. I have never heard of under- 
writers going on record as condemning 
industrial insurance because of the cost 
of collection, which is real, but there 
is no cost of collection on insured sav- 
‘ngs accounts because the depositor 
brings his monthly deposit to the bank. 
In this respect insured savings accounts 
have an advantage even over regular 
business. 

The third objection is, “Would dis- 
turb the present harmony between in- 
surance companies and banks and pro- 
duce unfavorable results to both.” I 
agree again with this view provided any 
form of permanent insurance is used. 


HE fourth objection is, “Would not 

be salutary to high-grade life under- 
writers; would destroy much of the 
good contributed by colleges, sales con- 
gresses and general agents to attract 
capable men.” I cannot agree with this 
view. With the use of any permanent 
form of insurance the plan is an insur- 
ance plan and must be sold as insur- 
ance by insurance men. Even so, how- 
ever, special men would be developed 
to sell this class of insurance exactly 
as special men have been developed to 
sell industrial insurance. I have never 
heard the statement made that indus- 
trial agents destroyed “much of the 
good contributed by colleges, etc.” 

The fifth objection is, “Would tend 
to a return to old pernicious practices 
long since corrected and lived down by 
the untiring efforts of loyal, far-sighted 
men.” I must admit that I am unable 
to determine just what is referred to 
here. 

The sixth objection is, “Company of- 
ficials cannot afford to disrupt and tear 
down agency loyalty and organization 
for whatever volume of business may 
be obtained from this source.” No 
company official espousing this plan 
has the least idea of doing such a 
thing. I am frank to admit, however, 
that I believe companiee using any form 
of permanent insurance in connection 
with savings accounts are in real dan- 
ger of seriously disrupting harmony. 

All of these various plans were stud- 





ied by us for months before we con- 
sented to issue insurance in connection 
with savings accounts. 


ND now may I tell you of the 
d insured savings plan as it is used 
in connection with monthly decreasing 
term insurance furnished by us. First 
the reasons and the need for it. 

Bankers have for years tried to edu- 
cate the masses to save moriey. The 
fundamental reasons for a mediocre suc- 
cess are that bankers reversed the usual 
commercial procedure. Instead of sell- 
ing savings accounts they bought sav- 
ings accounts for 3 or 4 percent inter- 
est and often for a fountain pen, a minia- 
ture bank or some other premium 
thrown in. Their advertising appeal 
was to build character and success. Not 
very tangible appeals to the masses in 
competition with the more attractive 
appeals of merchants to use their money 
to buy present luxuries, appearances, 
joys, comforts, etc. And so ordinary 
bank savings accounts have suffered a 
lapse rate of often more than 50 per- 
cent per annum. 

The problem confronting the banker is 
how to get more savings accounts and 
how to make them stick and grow. I1 
shall not take your space to recite the 
many appeals the insured savings ac- 
counts made to the bankers. It is neces- 
sary, however, to develop the fact that it 
puts him in position to sell as every 
other merchant sells. It enables him to 
open up a merchandising department in 
his bank. It enables him to sell his cus- 
tomer on the idea of saving money on 
an attractive schedule or plan that can 
be carried through. Instead of hand- 
ing a depositor a prize in the shape of 
a fountain pen or other premium, he 
tells him if he fails to make his deposits 
regularly he will have to “get out” and 
he can’t take all of his deposits with 
him either. It is this apparent for- 
feiture that influences the depositor to 
carry out his obligation to save regu- 
larly. The thing that sells the account 
is the insurance feature through which 
the buyer knows that if he should 
die before completing his deposits, the 
amount he is striving to save will be 
in the bank for his beneficiary. 


ERE are some of the things we have 

come to believe: 

1. The controlling motive of the in- 
surance company must be the desire to 
promote savings for the good that will 
result to our country and to all business. 

2. The plan to succeed must be the 
plan of greatest service to the banker 
and to the man who needs a compelling 
motive to save. If this is true the plan 
must be a saving plan and not an in- 
surance plan because the banker is the 
control. The banker has his own inter- 
ests to serve. Unless the plan serves 
the banker satisfactorily and perma- 
nently, pleasant relations with the in- 
surance interests will not follow and 
permanent good will not result. The 
people who are now buying life insur- 
ance are not the ones to whom the plan 
most strongly appeals. They already 
belong to the thirft class; they are al- 
ready saving money and accumulating 
property. The classes who are not buy- 
ers of life insurance and are not owners 
of savings accounts are the ones to whom 
insured savings accounts should be sold. 
These people in general are suspicious 
of insurance and do not want to talk in- 
surance. However, they do understand 
talk about money and like to talk about 
it. They desire as much as anyone to 
save money, but have never had suffi- 
cient selling appeal made to them. 

The monthly decreasing term insurance 
is the only proper form to use with 
insured savings accounts because it is 
the only form that gives to both the 
banker and the saver neither more nor 
less than exactly what they both need. 
The only need of life insurance in the 
plan is to guarantee to both the banker 
and depositor that if the latter dies be- 
fore completing 120 months deposits, his 
beneficiaries will receive the amount he 
set out to save. The life insurance fea- 
ture is the feature in the savings plan 


that makes the whole thing tangibly 
worth while to the depositor and it is 
the incentive that induces him not only 
to open his account but to stick to his 
determination to accumulate. This is 
the only need of insurance In the plan, 
and it is the only function that insur- 
‘ance should attempt to perform in con- 
nection with it. 


HE use of monthly decreasing term 

insurance, which provides for only 
the difference between the amount to 
the monthly credit of the depositor and 
the amount he has contracted with the 
banker to save, leaves the depositor 
with but one interest—his savings 
account. The moment any  perma- 
nent form of insurance is introduced 
into the plan the saver has a divided 
interest. His savings account is one 
thing and his life insurance an entirely 
different thing. This will result dis- 
astrously to the bank. The use of whole 
life insurance with the plan is unfair 
to the bank because the bank has merely 
‘been used to create a competitor wHfose 
‘future interest will be opposed to his. 
‘The use of whole life insurance with the 
plan requires the sales service of life 
insurance men. Naturally it puts into 
the possession of these men full knowl- 
edge of the affairs of the bank’s de- 
positors. Who is hopeful enough to be- 
‘lieve that this knowledge will be used 
by the insurance salesmen to the ad- 
vantage of the bank at all times when 
it plainly evident that the financial in- 
terests of the two are exactly opposed? 
The larger the savings account grows, 
the stronger becomes the opposing in- 
terest. I think the underwriters are 
entirely correct in their belief that the 
service to policyholders will be inferior 
to that now furnished by them and will 
create great unfriendliness between the 
banks and the insurance interests if any 
form of permanent insurance is used. 


ONTHLY decreasing term insurance 

is the best form for use with the 
insured savings account because a spe- 
cial policy that is used for no other pur- 
pose is used with this account. With 
the premium loaded for extra mortality, 
a very much more liberal selection of 
risks can be made than under any per- 
manent form of standard policy. The 
amount of risk decreases each month and 
entirely disappears in ten years. Risks 
can be taken safely that could not be 
considered under a standard whole life 
policy. Under the whole life policy a 
stricter selection must be observed be- 
cause no extra mortality loading is pro- 
vided, and also because that with this 
essentially 10-year contract it is certain 
that a very large number of the healthy 
risks having accomplished the chiew 
thing they set out to do, viz., to accumu- 
late a certain amount of money in ten 
years, will lapse their insurance at the 
end of ten years. A great number of 
risks who can no longer secure insur- 
ance will continue, thus bringing in a 
very heavy mortality after the tenth 
year. To best serve the banker it is 
necessary that very few risks be re- 
jected, because those rejected naturally 
do not become good friends of either the 
bank or of life insurance. 

We have never believed that insurance 
could be furnished with savings accounts 
through the regular agency channels; 
first, because to avoid conflicting inter- 
ests the account must be a savings ac- 
count throughout its existence. Life in- 
surance men not only cannot afford to 
sell these savings accounts, but our own 
experience proves to us that they can- 
not sell them in volume. The reason 
for it is that they must perforce talk 
life insurance and make it the leading 
sales talk, whereas life insurance should 
be merely the clinching argument to 
close the sale of a savings account. 


THINK the life underwriters are en- 

tirely correct in their contention that 
the plan will bring disorganization in 
agency ranks and great dissatisfaction 
to all connected with it if a permenent 
form of insurance is used. Therefore, 
our agents who sell permanent forms of 
insurance are not permitted to sell sav- 
ings accounts, and agents who sell sav- 
ings accounts are not permitted to sell 
permanent forms of insurance. 
,of insurance is placed in the hands of 

When the sale of any permanent form 
the banker, he at once becomes the com- 
petitor of the life insurance salesman, 
and not his ally. Bankers using the in- 
sured savings plan with which we are 
connected are not permitted to sell per- 
manent forms of insurance for us. When 
prospects for permanent insurance come 
to the attention of the banker, he calls 
in our regular agent, and considerable 
business comes through this channel. 





(CONTINUED ON PAGE 15) 
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RENEWED INTEREST IN 
SUB-STANDARD LIVES 


Doubt Felt, However, Whether 
Majority of Companies Will 
Take Up Line 


PRACTICE MORE LIBERAL 





Possibility of Lowering Standards to 
Take in Border-Line Cases 
Seen as Alternative 


NEW YORK, Nov. 29.—Interest in 
the general subject of sub-standard life 
insurance has been stimulated through 
the recent announcement by the Penn 
Mutual Life of its purpose to accept 
from its own agents a limited number 
of such risks, and by the declaration 
by Chief Medical Director Rogers of 
the New York Life, that fully 20 per- 
cent of the total business written by his 
company is upon under-average lives, 
and that, contrary to the general sup- 
position, the mortality upon the class 
is relatively the same as that had upon 
standard risks. While it is very trug 
that life underwriters are taking a more 
liberal view of sub-standard business 
than they did years ago and that a num- 
ber of the foremost companies are now 
accepting such risks under various 
forms, by no means all of the offices 
are pursuing such policy, and it is 
highly doubtful if they will; at least 
not for a number of years. 

Two Practices Followed 

Although the common practice of 
handling under-average risks is to rate 
them up, the more equitable practice 
is held to be to lien the policy, the ex- 
tent of the lien reducing each year in 
accord with a predetermined scale. 
Through this means if an under-average 
risk, through particular care of his 
health, is able to live to the expectancy 
of the normal person, he is not penal- 


ized _by having to pay a _ higher 
premium. It has also been suggested 
that under-average risks might b 


placed in groups, similar to the ol 
tontine plan, and if the mortality prove 
favorable they would be given full 
benefit thereof. 

Commenting upon the statement of 
Dr. Rogers that the mortality experi+ 
ence of the New York Life with its sub- 
standard risks did not differ materially 
from that had upon its normal class, 
an observing company executive offered 
that had the New York Life no under- 
average risks, but accepted only such 
applicants as measured up to its stand- 
ard medical requirements, its mortality 
experience would doubtless be better 
than it now is, upon the theory that 
many border line cases which otherwise 
would be accepted in the preferred 
class, ailments being detected therein 
not being sufficient to cause rejection, 
are given an under-average rating and 
thereby greatly improve the general 
mortality experience in- the sub-stand- 
ard class. fi 


Agents Anxious for Action 


Agents as a rule are most anxious 
that the business they secure be ac- 
cepted, either as standard or sub-stand- 
ard, in order that the effort they have 
put in upon solicitation shall not prove 
fruitless, and hence bring strong press- 
ure to bear upon their companies to 
pass the risks upon one form or an- 
other. In turn the agency directors 
bear down hard upon the medical de- 
partments, and the latter are often 
placed in an unenviable position; being 
eager to render all possible aid to the 





BANK PLAN’S NEW USE 





SCHEME OF GUARANTEE FUND 





Omaha Assessment Concern Uses It as 
Substitute for 20-Pay Policy of 
Old Line Companies 





The Guarantee Fund Life of Omaha 
is working in cooperation with the 
Peters Trust Company of that city, one 
of the largest trust companies west of 
Chicago, on a savings account-insurance 
plan, to boost its premiums over the 
slump period, and to offer a substitute 
for the 20-pay and other similar policies 
issued by the old line companies. 

The Guarantee Fund Life is an as- 
sessment concern. It offers only 
straight protection insurance. Its pol- 
icies have no cash value, and never ma- 
ture. In order to meet the demand of 
the man who wants to finish paying in- 
surance premiums during his period of 
production, and get the matter out of 
the way, the Guarantee Fund offers to 
open an account for the prospective cus- 
tomer with the trust company, and to 
permit him to pay a premium greater 
than that listed for the policy issued to 
him. 

How Plan Is Worked 


The extra money is permitted to ac- 
cumulate in the trust company vaults, 
with accrued interest, until in time the 
premiums on the insurance policy, 
which remain constant, are met by the 
interest on the savings account, and 
automatically turned over to the insur- 
ance company as the premiums fall due. 

One of the advantages of this plan 
for the policyholder, over the old line 
20-pay life plan, claimed by officials of 
the Guarantee Fund Life, is the avatl- 
ability of all accumulated reserve, in 
addition to the protection value of the 
policy, in event of the death of the in- 
sured at any time after the savings ac- 
count is started. 


Report Satisfactory Results 


This plan has now been in operation 
for nearly a year in Omaha, and offi- 
cials of the company report very satis- 
factory results. No definite amount is 
required to be deposited with the trust 
company in excess of the regular pre- 
mium, the insured regulating the 
amount in accordance with the time he 
wishes to elapse before the policy be- 
comes, in effect, paid up. The greater 
the quarterly deposit, of course, the 
sooner the interest payments will meet 
the insurance premium. In the mean- 
time, company officials point out, the 
insured always has the benefit of his 
account in event of his death. 

Another element of service has been 
injected into the arrangement by means 
of a provision whereby the bank, act- 
ing on instructions of the insured, will 
turn over to the insurance company its 
regular premium at the time it is due, in 
event the insured for any reason ne- 
glects to do so, thereby preventing the 
lapse of the policy, which, in the case 
of an assessment company, involves an- 
other examination, and considerable red 
tape. 








business producers, and yet being un- 
willing to pass risks that they cannot 
conscientiously approve. It is regarded 
as wholly feasible that many com- 
panies might lower their medical stand- 
ards somewhat, and thereby grant in- 
demnity to many applicants now re- 
jected, without materially increasing 
their mortality records or decreasing 
by more than a fractional percent the 
extent of the dividends they are able to 
pay policyholders. The prediction is 
made that this policy of liberalization, 
rather than the free acceptance oO 
under-average risks, will be the broad 
practice of the life insurance business 
in the near future. 





TO EXTEND OPERATIONS 


——— 


WALT IS AGENCY DIRECTOR 





‘Mutual Life of Illinois Arranging for 


Greater Development — Will 
Enter New States 





The Mutual Life of Illinois with 
home office at Springfield, IIl., will 
close the year with a substantial in- 
crease of business in force. It has now 
more than $6,000,000 of insurance in 
force, and assets approaching $500,000. 
The company so far has confined its 
business to its home state. It will prob- 
ably enter one or two additional states 
early next year. President H. B. Hill 
has felt that Illinois afforded ample 
opportunity for pioneer work. He has 
been engaged in life insurance in the 
state for a number of years and ap- 
preciates its value from the standpoint 
of production. 

Norman H. Walt, who has _ been 
elected vice-president and agency di- 
rector, will be a big asset to the com- 
pany. He will make his headquarters 





N. H. 


WALT 


Newly Elected Vice-President and Agency 
Director of the Mutual Life of Illinois 


Mr. Walt has had 
along insurance 


at the home office. 
a broad experience 
lines. 

Started in Industrial Field 


He started as an ¢gent of the Metro- 
politan Life at Pittsburgh, Pa. Later 
he was transferred to Ottawa, Ill, as 
superintendent. When the Central Life 
of Ottawa was organized, he went with 
that company and built up an agency 
staff at La Salle, Ill., which produced 
a splendid business. In 1915 he was 
promoted to agency superintendent at 
the home office and in 1919, he took 
the general agency for Iowa, building 
up a live organization in the state 
which has been producing on an aver- 
age of $2,000,000 per year. Mr. Walt 
has served 18 years with the Central 
Life. In recognition of his ability and 
as an expression of thcir loyalty, the 


Iowa staff during October, made a 
special effort in production on Mr. 
Walt’s behalf. His agents sent his 


office to place No. 1 on the honor roll, 
beating all the other state agencies. 
Mr. Walt has a pleasing personality and 
is a good organizer. President Hill 
and he were once associated with the 
Central Life, Mr. Hill being general 
agent at Springfield, II. 





Tt is reported that the Metropolitan 
Life plans to build a new office building 
at Sault Ste. Marie, Mich. J. A. Smithies, 
representative of the home office of the 
company, was at the Soo recently looking 
over possible sites. 





SAYS COMPANIES CAN 
CURE TWISTING EVIL 


Work of Improperly 
Trained Agents Creates Easy 
Victims for Twisters 





Declares 


VIEWS OF JAMES A. DAVIS 


Asserts Regular Life Agents Withold 
Many Facts That Are Later 
Supplied by Twister 


James A. Davis, manager of the 
Advertisers’ & Investors’ Protective Bu- 
reau of Chicago, takes the position that 
life insurance agents themselves are, be- 
cause of careless and unintelligent sales- 
manship, providing twisters with the 
best kind of prospects to work on. Mr. 
Davis says that every day four or five 
Chicago business men submit to him 
propositions that have been offered to 
them by twisters. In the large majority 
of cases an investigation develops the 
fact that the policyholder was sold 
wrong in the first place, and is hence 
an easy victim for the smooth-tongued 
twister. 

Declares Presentation Is Abstruse 


“Life insurance men in Chicago and 
every other city that I have ever been 
in,” said Mr. Davis, “do not seem to be 
able to explain what they are selling in 
a manner that the general public can 
understand. Their language is in- 
volved, technical and abstruse. They 
spray their prospects with conversation, 
and when it is all over the prospect has 
only a hazy idea of what it is all about. 
Life insurance should be the most 
human business in the world, and yet 
the men that are selling it make it most 
difficult for their prospects to under- 
stand. They call policies by their names 
instead of explainitig what the policies 
are and what they provide. They speak 
of the ordinary life, extended insurance, 
option 14, accelerative endowments, 
total and permanent disability clauses, 
and various other life insurance features 
that mean nothing to the average pros- 
pect encountered. After vigorous argu- 
ments, they wear the prospect down to 
the point where he is willing to sign his 
name on the application, which he does 
without having a real good idea of what 
he has purchased. 

Easy Victim for Twister 


“Then a few years later the twister 
comes along; and in a very clever and 
engaging manner tells the policyholder 
just what this contract is that he owns. 
He lays particular emphasis on the cash, 
loan or surrender value. Usually the 
policyholder has never fully understood 
his rights under the cash or loan value 
feature. He feels that the original 
agent has held out on him. He becomes 
very certain that he has been sold the 
wrong form of policy. If he had had the 
contract explained to him in an intell- 
gent, comprehensive manner in the first 
place, the twister could not so easily 
shake his faith later on. ; 


Do Not Explain Fully 


“The trouble is the agents do not tell 
all of the story, or if they do they tell 
it in a manner that makes their impres- 
sion upon policyholders. Few policy- 
holders seem to understand that they 
can change their contract in almost any 
mannér they wish. They have an idea 
that their policy is a cut and dried con- 
tract that can’t be altered in the least. 
When the twister explains to them what 
he can do with the policy, they come to 
the conclusion that he is the life insur- 
ance expert, and that the agent 
that sold the original policy is a 
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excuse as a life in- 
surance salesman. What is needed 
above everything else to effectually 
curb the twisting evil is a campaign 
of education among the companies so 
far as new agents are concerned, If the 
life companies will equip their own men 
to sell life insurance in an intelligent 
way, the path of the twister will be 
much harder. . 
Selling Policies Incorrectly 


“It is because it is so easy for the 
twister to offer a plausible story that 
twisting is being conducted on such a 
large scale in many of the principal cit- 
ies of the country. When married men 
are loaded down with 20-year endow- 
ments and 20-pay life policies when they 
should have nothing but ordinary life 
it is not much of a trick for the poorest 
kind of a twister to induce men of this 
kind to lapse their original insurance 
and to take out new contracts. If the 
life insurance policies now in force had 
all been sold with care and thought on 
the part of the salesman the twister 
would certainly not be finding so many 


rather poor 





AMERICAN 
CENTRAL 





HERBERT M. WOOLLEN 





instances of where the policyholder 
actually can change his insurance to 
his (policyholder’s) financial benefit. 


Is Great Economic Evil 


“This twisting is one of the great eco- 
nomic evils of the day. If carried on on 
a large scale, it would wreck the insti- 
tutiun of life insurance. Strangely 
enough the average policyholder who 
has long since learned that it is not 
possible to get something for nothing 
is willing to believe the story of the 
twister who contends, that the policy- 
holder’s financial position so far as life 
insurance is concerned, can be improved 
at least 100 percent without the outlay 
of any additional cash. The thing is 
ridiculous on the face of it, and yet 
policyholders are being induced to 
lapse their insurance every day on argu- 
ments as weak as this or weaker. Twist- 
ers are changing 20-payment life poli- 
cies in participating companies that 
have been in force for 14 years and 
selling new insurance in non-participat- 
ing companies on the ordinary life plan, 
and making policyholders believe that 





LIFE 


Insurance Co. 


INDIANAPOLIS, IND. 
Established 1899 


PRESIDENT 











such a change is a direct financial gain 
for them, 


Companies Give Full Value 


“In life insurance a man gets just 
what he pays for. If he pays a higher 
premium, he gets more, and he never 
is actually losing money simply because 
he happens to be paying a higher pre- 
mium that does not carry with it a 
proportionately larger amount of insur- 
ance. We have had offered to us the 
illustration of an overcoat and if this 
idea is to be used, why isn’t it clear to 
everyone that when a man pays $15 for 
an overcoat he gets only a $15 overcoat, 
and if he pays $75 for an overcoat the 
coat is worth $75, if he buys it in a 
reputable store. Seventy-five dollar over- 
coats are not being sold for $15 and 
never have been. The. twister is per- 
forming no service that the agent of the 
original company cannot offer. 

Solution Lies with Companies 

“The solution of this twisting evil lies 
with the companies themselves. They 
can do more by educating their own 
agents to an intelligent plan of life in- 











surance salesmanship than any other in- 
fluence can effect over a long period of 
time. When life insurance policies are 
placed by agents with a full considera- 
tion of the prospects’ life insurance 
needs, then the twister is going to dis- 
cover that the switching of such policy 
contracts is a difficult matter. If the 
policyholder is told in the first place 
everything about his policy, then the 
twister has no news to give when he 
makes his call. The policyholder who is 
informed knows what he has, and does 
not have to listen to the twister’s story 
in order to understand his policy. The 
original agent should be the one to ex- 
plain the policy, not the twister. It is 
when an improved method of selling life 
insurance, one that results in life in- 
surance being sold to the public by men 
who know how to offer it, that the twist- 
ing evil will become of less importance 
and the lapse ratio will slowly de- 
crease.” 


INSURANCE COUNSEL TO MEET 





Life Company Attorneys Will Hold 
Their Annual Gathering in New 
York Next Week 





The annual meeting of the Associa- 
tion of Life Insurance Counsel will be 
held in New York City Dec. 6-7. The 
first session will convene at two o’clock 
in the afternoon on Tuesday, at the 
rooms of the Association of the Bar, 
42 West 44th street. Papers will be 
read by the following members: 

Clearence W. Hobbs, insurance com- 
missioner of Massachusetts; V. Evan 
Gray, superintendent of insurance of 
Ontario; Leroy A. Lincoln, general at- 
torney, Metropolitan Life; Walter F. 
Seay, of counsel, Southland Life; Louis 
Danziger, assistant counsel, Massachu- 
setts Mutual Life; Chandler Bullock, 
general counsel, State Mutual Life; 
Eugene J. McGivney, general counsel, 
Pan-American Life. 

The annual dinner will be held at the 
Waldorf-Astoria on the evening of 
Wednesday. Several distinguished men 
have been invited to deliver after-dinner 
speeches, 


Plans of Magnolia Life 


It is announced by the re ently or- 
ganized Magnolia State Life o Jacksen, 
Miss., whose executive committee held 
a meeting during the past week, that 
the company expects to begin issuing 
policies early in 1922. 

For the present the company will con- 
fine its operations to Mississippi ex- 
clusively, and it will issue only non- 
participating policies, although _ its 
charter permits it to issue both partici- 
pating and non-participating. The com- 
pany’s net retention on male risks will 
be $5,000, and on female risks who are 
unmarried, wage earners, $2,500; it will 
not decline to insure married women, 
but it has not fixed a net retention on 
such a class of risks. 

The company will also issue total and 
permanent disability benefits, and dou- 
ble indemnity to preferred risks, in con- 
nection with its policies. 

It is understood that the company 
has secured the services of a man to 
take hold of its agency department 
about the first of the year, and that this 
man will also have supervision of the 
underwriting plans of the company. 


Virginia Company Increases Capital 


Stockholders of the Life Insurance 
Company of Virginia last week ap- 
proved the recommendation of the di- 
rectors for the declaration of a stock 
dividend of $300,000. This increases the 
capital stock from $1,200,000 to $1,500,- 
000. The stock was increased from 
$800,000 to $1,200,000 a few years ago. 
Bradford H. Walker, assistant secre- 
tarv of the company for several years, 
has been promoted to assistant manager 
of loans. Isaac T. Townsend, clerk in 
the office of President Walker and for 
some years a bookkeeper for the com- 
pany, succeeds Mr. Walker as assistant 
secretary. 
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PROVIDENT’S NEW PLAN 


TO DIVIDE ITS ACTIVITIES 





Philadelphia Company to Become 
Provident Mutual Life—Organize 
Separate Trust Company 





PHILADELPHIA, PA., Nov. 29.— 
The Provident Life & Trust, which has 
conducted a life insurance business on 
purely mutual principles with ever in- 
creasing success since commencing 
operations in 1865, has taken steps to 
separate the two phases of its transac- 
tions. The new plan has been outlined 
in a letter sent to the stockholders by 
President Asa S. Wing, and will be 
acted on at a stockholders’ meeting to 
be held in about three weeks, probably 
Dec. 21. The plan of separation will 
later be submitted to the policyholders 
for their approval. 

Favorable action has been taken by 
the board of directors and the plan has 
been sanctioned by Commissioner Don- 
aldson. It provides for a change of title 
to the Provident Mutual Life and the 
conducting of a strictly life insurance 
business without capital stock and upon 
a purely and distinctly mutual basis; 
also the formation of the Provident 
Trust Company of Philadelphia with 
$2,000,000 capital. 


Plans for the Transfer 


The plan for completing the change 
and transfer provides that the life com- 
pany will pay to the trust company a 
consideration of $2,000,000, the capital 
of the trust company, and will also pay 
to the trust company out of its surplus 
funds of the insurance department, in 
such sums and at such times as may be 
subsequently arranged, a total of 
$2,577,128. 

These payments will be made because 
of the relief to the life insurance com- 
pany of payment of the expenses con- 
nected with the trust business and the 
assumption of such expenses by the 
trust company. The stock of the pres- 
ent company will be exchangeable share 
for share for stock in the trust com- 
pany. 


ACTUARY AND SUB-STANDARD 





C. P. Rockwell of Texas Department 
Says Physical Impairments Are 
Hardest to Gauge 





In an address before the Mathemat- 
ical Association of America at Dallas, 
Tex., last week, C. P. Rockwell, actu- 
ary of the Texas department, discussed 
the subject, “An Actuary: His Train- 
ing, Functions and Service.” 

Mr. Rockwell asserted that it is held 
generally by actuaries that the hazards 
of occupation are not so serious as 
physical impairments. “They feel that 
it is possible to measure much more 
accurately the extra hazard connected 
with a sub-standard occupation than to 
decide in advance just about how much 
more to charge the man whose physical 
condition is sufficiently below normal to 
place him in the sub-standard class. 
The handling of impaired risks is, like 
life insurance itself, a business of aver- 
ages. Impaired risks, like standard 
risks, must be classified in order to yield 
the company a profitable experience on 
the business. The writing of sub-stand- 
ard business should be as exact and 
mathematically correct as the writing 
of standard business. No company 
knows how long any one man is going 
to live, but it can determine with more 
or less accuracy how long men with 
the same physical impairment are likely 
to live. A company has no way of 
knowing which of the under-average 
cases are going to show a favorable 
experience.” 


Arthur W. Finley, manager of the 
Louisville division of the Penn Mutual 
Life, on Nov. 24 lost his wife, who died 
following a ten-day illness. 














N the remarkable advance of The Lincoln 

National Life Insurance Company the sales 
force and the Home Office organization are 
going forward arm in arm. 


Honest-to-goodness co-operation has brought 
all departments of the Lincoln Life so close 
together that a basis of genuine friendship is 


established. 


Whenever a man proves that he is of Lincoln 
Lifé caliber—that his service ideals are up to 
the high Lincoln Life standards—he is taken 
into full fellowship by the Lincoln Life organiz- 
ation. He is given a contract direct with the 
Company. Every Home Office co-operator 
bends all his talents and energies to backing 
that salesman up.with the most efficient service. 


Because of its arm in arm co-operation, it pays to 








Cink up (Swirw te (LINCOLN) 


The Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, Ind. — 
Now More Than $190,000,000 in Force. 
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Insurance in force wiz. $128,000,000 





























MEAD ON BANK 











SAVINGS PLAN 














ORT WAYNE, IND., Nov. 28.— 
To the Editor: I find that in your 
issue of Nov. 24 my discussion be- 

fore the recent meeting of the Ameri- 
can Institute of Actuaries in reference 
to the insured savings account plan has 
been misinterpreted. I made no state- 
ment as to term insurance being desir- 
able for the reason that it was the 
cheapest plan. In fact I made no 
reference to the cheapness of the plan 
whatever. Neither did I make the state- 
ment that greater sales would result 
from an outlying bank than from a 
large down-town bank. 

The following is an abstract of what 
I actually said: “There has been some 
criticism on the bank savings plan from 
the point of view that savings banks 
were jealously watching the accumula- 
tion of assets in life companies and by 
this saving plan insurance companies 
were enabling banks to enlarge their 
assets to the detriment of life compa- 
nies. This view seems to me narrow 
and untenable. Society requires the 
proper and mutual functioning of life 
companies and savings banks side by 
side and each activity will succeed to 
the benefit of the other. 

Insurance Feature Subsidiary 


“The insured savings account is pri- 
marily a savings bank proposition and 
the insurance feature is subsidiary and 
it seems to me that unless a company 
recognizes this fact and approaches it 
from this point of view it will not suc- 
ceed with the plan. That has been our 
experience after two and a half years 
operation of the plan and Mr. McBride 
has demonstrated that principle in con- 
nection with building and loan shares 
with which he has had considerable ex- 
perience and which he recognizes as a 
result of that experience must be ap- 
proached from the building and loan 
point of view and not the insurance 
viewpoint. It therefore follows that the 
only homogeneous and consistent plan 
is the monthly decreasing term plan, 
which works into the savings plan by 
providing just enough insurance so that 
taken with the s?vings bank balance in 
case of death prior to the ten year 
period the credit to the account will be 
exactly the $1,000 unit the depositor ex- 
pected to have in case of survival to the 
end of the ten years. Any other plan 
will result in confusion and will be 
detrimental to the agency force of the 
company involved. Hence, life insur- 
ance companies should not selfishly 
attempt to awkwardly install the ordi- 
nary life plan with this system. The 
term plan is simple and easily under- 
stood by the salesman who sell these 
savings features. Furthermore, life in- 
surance salesmen cannot afford to take 
their time in trying to sell ordinary life 
policies with savings accounts, for they 
will not close enough to eke out an 
existence. 

No Disturbance to Agencies 


“The proof of the pudding is in the 
eating. A few months ago we heard 
that one of the great life companies had 
adopted this plan and had installed it 
in a great bank in the loop district in 
Chicago. It not only had back of it a 
great company but a great agency 
headed by one of their agency men who 
had a great staff of agents. That agency 
staff after several months has not been 
able to place as many accounts in the 
big loop bank as we have in a much 
shorter time by the plan utilizing our 
monthly decreasing term insurance in 
any one of several small outlying banks 
in the city of Chicago. This we have 
dnoe without any disturbance to the 
existing life insurance system. 

“Most of the people we have reached, 
in fact about 80 percent, have never 
been reached by the life insurance sales- 
man, and therefore carried no regular 
life insurance. We are making these 
people substantial savers, friends of life 
insurance and friends of insurance com- 


panies and life insurance agents in 
general. 

“Our own agents are in favor of the 
plan and frequently make inquiries from 
our general agents as to when we will 
take it up in their territory. This in- 
quiry comes, although they know that 
they will not be directly interested in 
the selling of the plan. 

Being Improperly Sold 


“Not only is the ordinary life plan 
the wrong plan for reasons above indi- 
cated, but it is being improperly sold. 
It is sold with the idea in view of sur- 
render at the end of ten years, which 
amounts to nothing more or less than 
improperly selling decreasing term in- 
surance to the prospect, the only differ- 
ence being that the life insurance 
company shortsightedly wants to reduce 
the amount of the deposit in the savings 
bank, the deposit at the end of ten 
years not being $1,000 in the bank but 
$1,000 less the ordinary life reserve 
which the insurance company attempts 
to secure, with the result that it will 
not get much business and very little 
reserve. Furthermore, the surrenders 
among those who would buy on this 
plan at the end of ten years will be 
very great, much greater than under the 
tontine plan formerly sold by some life 
insurance companies for the reason that 
the surrender idea is sold with the 
policy, for what the depositor wants is 
his $1,000 savings at the end of ten 
years. Those who are in bad health 
will continue their policies with a heavy 
mortality against the company to the 
detriment of its other policies just as 
actually happened under the old tontine 
or deferred dividend plan. 


Must Be Freely Selected 


“Furthermore, in order to be success- 
ful the business must be very freely 
selected; otherwise the plan will be un- 
satisfactory. It has been our experi- 
ence that a banker complains about the 
rejection of a prospective depositor 
more than if he were himself rejected 
for life insurance. We have loaded our 
term plan to provide for free selection 
and a margin to provide us for satis- 
factory mortality profits. This freer 
selection cannot take place under the 
ordinary life plan which is being sold 
at the regular rates without detriment 
to other policyholders. In general, 
however, the class of business will be 
very good, especially in connection with 
the fact that a special premium is pro- 
vided to take care of this special type 
of risks, although we find that there 
are quite a few applying for insurance 
under this plan who have been pre- 
viously rejected. These particular ones 
have been rejected for life insurance 
and are readily sold the savings plan. 
It is against this group which the life 
insurance company must especially pro- 
tect itself and it should therefore be 
fortified to protect itself against the 
danger; otherwise it should not attempt 
the plan.” ' 
FRANKLIN B. MEap, 
Secretary and Actuary, 

Lincoln National. 


Detroit Agency’s Good Record 


Johnston & Clark, general agents for 
the Mutual Life at Detroit, report for 
the four weeks ended Nov. 19 the writ- 
ing of 198 applications, totalling 
$1,489,250 in Detroit, with $573,650 in 
the state, making a total of 378 applica- 
tions, aggregating $2,162,900. In Octo- 
ber they wrote $1,378,500 insurance on 
324 lives. This was the best showing 
made for any month since last June. In 
the first ten months they have written 
nearly $15,000,000 and expect to make 
it $20,000,000 for the year. 

Three women who have been added 
to the staff recently have been making 
good records. Misses Neil and Battle 
and Mrs. Waite are the new members 
of the force, and they are proving that 
the insurance field is a good one for live 
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SALE CONGRESS PLANS 


WILL BE IN VOGUE NEXT YEAR 





Life Underwriters Associations Will 
Soon Begin to Arrange for These 
Regional Meetings 





The National Association of Life 
Underwriters will conduct a series of 
sale congresses in 1922 under the aus- 
pices of the local bodies. Just what 
the programs are to cover or who the 
speakers will be will probably be an- 
nounced about Jan. 1. President John 
L. Shuff will attempt to visit all the 
regional meetings and expects that they 
will start about the first part of Feb- 
ruary in the southwest part of the coun- 
try. From there he hopes that an itin- 
erary will be arranged which will take 
him across the south and west to Cali- 
fornia and then back through the cen- 
tral section of the country to Cincinnati. 
Possibly the congresses will not be put 
through in quite the same short period 
as- heretofore. Congresses for the 
northwest are likely to be postponed un- 
til as late as April in order that favor- 
able weather conditions may be ob- 
tained. 

President Shuff is a firm believer in 
the regional meetings and thinks that 
the day will come when the companies 
themselves will hold more _ regional 
meetings for their own agents, since 
the problem of an agent selling in Texas 
and one selling in New York City is in 
many respects a vastly different one and 
the methods of production successful 
in Tennessee might not apply in Chi- 
cago. 


INDIANAPOLIS LIFE MEETING 





Annual Convention Held at Home 
Office—President Manly Presides 
at Business Sessions 





The sixteenth anniversary agency con- 
vention of the Indianapolis Life was 
held at the home office of the company 
on Monday and Tuesday of this week. 
President Frank P. Manly presided at 
the business sessions. On the evening 
of the first day there was a theater 
party. The annual banquet to the 
agency was the concluding feature of 
the convention. The business sessions 
were replete with practical selling sug- 
gestions. The Indianapolis Life has 
built up a fine corps of personal pro- 
ducers. At this year’s convention “hot 
air” was eliminated, and all of the 
speakers got down to brass tacks in 
discussing such subjects as “Selling to 
Farmers,” “Renewing and Reinstating,” 
“Finding Prospects,” “Expanding, Get- 
ting, Training and Holding Men,” and 
pa restive Suggestions from the 
Tield.” 

The annual banquet was a decided 
success. A. H. Kahler of Peoria, gen- 
eral manager of the central Illinois 
agencies, presided as toastmaster. Ed- 
ward B. Raub, vice-president and coun- 
sel of the company, spoke on “The 
Conipany—Historical,- Statistical and 
Optical.” Charles W. Jewett, mayor of 
Indianapolis, spoke on “Indianapolis 
and Its Institutions.” Thomas S. Mc- 
Murray, Indiana insurance commis- 
sioner, gave a talk on “The state and the 
Policyholder.” In addition there were 
talks by Fred W. Tasney, third_vice- 
president of the Prudential, and Jo. G. 
Loomis, recently appointed manager at 
Chicago. The banquet concluded with 
a presentation of trophies and awards 
to leading producers. 

President Edward B. Raub announced 
that the company would show a gain 
in business for the present year and 
since organization has made a gain 
every month. Lapses on 1920 business 
have been less than 15 percent. Assets 
are now $2,500,000. A hundred million 
of business in force by 1926 was pre- 
dicted. The business sessions of the 
agents during Monday and Tuesday 


EXAMINATION REPORT 
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MASONIC MUTUAL LIFE PROBE 





Four Departments Have Been Engaged 
in Investigating the Condition 
of the Association 





The North Carolina, Maryland, IIli- 
nois and District of Columbia depart- 
ments have made an examination of the 
Masonic Mutual Life of Washington, D. 
C., as of June 30. Its total premium 
income for the first six months 
amounted to $1,266,710; total income, 
$1,382,250; paid policyholders, $176,543; 
total disbursements, $821,177; assets, 
$3,610,562; reserve, $3,437,019; total lia- 
bilities of $3,537,538, The assets consist 
first of a mortuary reserve fund and 
next of an expense fund. The mortuary 
fund consists of the income of net pre- 
miums after the first year together with 
the net accretions to this fund. The 
company compensates its deputies or 
agents on the basis of a commission on 
first year’s premiums. The deputy is 
advanced a flat amount for each $1,000 
of insurance issued and delivered, it 
being charged to his account. 

The company has a general reinsur- 
ance agreement with the Lincoln Na- 
tional Life for the reinsurance of its 
substandard risks. The examiners say 
that the company has enjoyed a success- 
ful and prosperous career. It has shown 
a steady increase in the volume of busi- 
ness written with a corresponding in- 
crease in assets and reserve liability. 
The examiners say that the rate of 
mortality has been very low. As of 
July 1, it had in outstanding insurance 
$88,815,795. Of its total assets, $1,341,- 
761 is in mortgage loans. The associa- 
tion started the year with $71,000,000 
of business in force and it has now 
passed the $100,000,000 mark. 


Western States Training School 


In view of the attention given to the 
matter of training new men by the Life 
Agency Officers Convention, the results 
of the training school conducted by the 
Western States Life of San Francisco 
are of special interest. The Western 
States Life school of salesmanship, 
under the leadership of Forbes Lind- 
say, has closed its two-months’ course 
of instruction and graduated 39 sales- 
men. The school was held at the home 
office and given considerable publicity 
at the start. Advertisements were used 
to announce the opportunity open to 
those interested in becoming life solic- 
itors. More than 100 applications were 
received. None of them had previous 
experience in life insurance, but the re- 
sults in business written indicate the 
value of the course. 

Forbes Lindsay conducted the school 
with his usual ability and has turned 
out 39 trained salesmen. The aggre- 
gate productien of the class during the 
six weeks of field training was about 
$200,000. The work of these men has 
materially aided the company in already 
attaining its 1920 total. The closing of 
the school was featured with a banquet 
at which the members of the class, club 
members of the district and officers of 
the company reviewed the work of the 
school and laid plans for further work. 


Des Moines Home Offices 











The Prudential Insurance 
Company of America 


Forrest F. Dryden, Home Offi 
President loon N. J. 
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According to statistics that have been 
compiled by the Des Moines Chamber 
of Commerce, there are now 55 insur- 
ance company home offices in that city. 
There are 14 old line life companies 
that are now in Des Moines. There is 
one assessment life company, four 
fraternals, seven stock fire companies, 
three mutual fire companies, one stock 
hail company, six stock casualty com- 
panies, three mutual casualty companies, 
three assessment accident companies, 
one reciprocal, six state mutual fire 
companies, one mutual tornado com- 


IF YOU ARE BIG 


enough to Develop and Hold 


A DISTRICT 


of Four or more Counties in Ohio, 
Indiana, Mlinois, Missouri or lowa, 
getting, training and handling the 
necessary agents, write-NOW-to the 


FARMERS NATIONAL 
LIFE INS. CO., Chicago, Ill. 


F. N. L. BUILDING 
3401 Michigan Ave. 


N. B.—Full line of policies, for ages one day to sixty 
years, with accidental death and monthly income total 
disability provisions. 
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were unusually good. 


pany and five mutual hail companies. 


BOARD OF TRADE BLDG., CHIGACO—Opposite Insurance Exchange 
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Provident Life & Trust’s Move 


Tue Provivent Lire & Trust of Phila- 
delphia has throughout its entire history 
exemplified the best traditions in life in- 
surance. It has been one of the stalwart 
institutions to which in the darker period 
of life insurance history we were able to 
point as proof that life insurance is on a 
sound social and economic basis, that 
here is one company which has demon- 
strated over a long period of years that 
the best theories of life insurance are 
capable of actual practice; in short, that 
“the scheme works out.” There are other 
companies of which the same might be 
said but we doubt whether there are other 
companies to which the statement applies 
in any greater degree than to the Provi- 
DENT Lire & Trust. 

The life insurance business as a whole 
is a better business because of the Provi- 
DENT’s existence. The fine quality, the 
nice sense of honor and justice in busi- 
ness, the high purpose held unfalteringly 
through the welter of less noble business 
practice and ideals have been a distin- 
guishing mark of the Provipent Lire & 
Trust. Truly here is a company which 
has never forgotten that it is the guardian 
and the conservator of funds for the 
Widow and the orphan. . Just how great 
a thing it is to have such an institution, 
and others like it, in the life insurance 
business no one who gives a moment’s 
thought to the matter can fail to see. 


And now the time has come when the 
directors of the Provipent feel that the 
company should be made wholly mutual. 
The trust department is to be made a 
separate institution. The old and familiar 
name, ProvipeNt Lire & Trust CoMPANY 
is to be changed to the ProvipeENtT MuTUAL 
Lire INsurRANCE Company. No dividends 
have ever been paid to stockholders out 
of the funds of the life insurance depart- 
ment. The $2,000,000 capital stock was 
paid in by the stockholders. The only 
arrangement which constituted a lien on 
the insurance department was that in 





order to provide a return to the stockhold- | 


ers on the investment the charter author- 


ized the company to conduct a separate | 


trust business. This business is now 
large enough to justify its maintenance 
on an independent basis. The life insur- 
ance department is relieved of the ex- 
pense of maintaining the trust depart- 
ment. 

In effect, the stockholders withdraw 
their capital and make a present of the 
company to the policyholders. The fact 
that they no doubt have a profitable trust 
company, built up with the aid of the 
life insurance business, does not detract 
from the generosity of their gift. Their 
act is a strengthener of the life insurance 
tradition held by a number of companies 
that no profits should be made from par- 
ticipating business. 


Some Special Reasons 


INSURANCE men have a good many 
reasons to hope for the success of the 
armament limitation conference at 
Washington, 

There are several special business 
reasons, 

One of these is that a people heavily 
taxed for wars, past and prospective, 
are less able to buy life insurance. The 
cost of all structures built in the United 
States in 1914 was $673,999,999. In 1920 
Congress appropriated $629,000,000 for 
the navy alone. Last year the United 
States government used 26 cents out of 
every dollar it collected to maintain its 
present military and naval organization 
and prepare for future wars and 66 cents 
to pay debts of past wars. In other 
words, 92 cents out of each dollar the 
people paid wernt for war. 

The Washington conference cannot 
wipe out the 66 percent, but time will. 
The Washington conference can reduce 
the 26 percent and prevent it from get- 
ting larger. It can prevent future 66 
percents, 


There reason. 


is another business 


High income taxes have compelled thou- 
money to meet 


sands to borrow the 


government’s demands. No inconsider- 
able number have borrowed on their 
life insurance. 

Another business reason: American 
life insurance came through the war in 
excellent shape. But the last war proved 
that the lengths to which a people may 
suffer are immeasurable and the next 
war might scar the mighty structure of 
protection. It has done so, according to 
cables from abroad, in some European 
countries, even in one that was not a 
belligerent—Holland. There, according 
to report, the rate of exchange is the 
ruining factor. 


Less and less do we hear of insur- 
ance being sold on the strength of 
cash values, dividends, etc. Some of 
our most successful agents do not even 
quote rates in effecting a sale. Franx 
H. Stratton of Boston often says to a 
prospective insurer: “If you can give 
us a good bill of health I will see how 
much insurance I can get for you.” He 
invariably tries to get a line on his 
man physically and financially on the 
theory that you should “measure” your 
man before you sell him the clothes. 








PERSONAL GLIMPSES OF LIFE UNDERWRITERS 








Vice-President T. Louis Hansen and 
Superintendent of Agencies George L. 
Hunt, of the Guardian Life of New 
York, are back at their desks at the 
home office in New York, following a 
two weeks’ visit to a number of the 
company’s agencies in the west and 
south. 

The Guardian officials visited in turn 
the agencies at Chicago, Fort Smith, 
Ark., St. Louis, Evansville, Ind., and 
Louisville. Their presence was the oc- 
casion for special agency meetings at 
these points, where Mr. Hansen and 
Mr. Hunt addressed enthusiastic gather- 
ings of Guardian representatives. At 
Fort Smith a special luncheon was ten- 
dered them and John M. Andrews, the 
Guardian’s local manager, by the offi- 
cers of the Chamber of Commerce, at 
which Mr. Hansen was called upon to 
discuss present business conditions. In 
the course of his remarks, Mr. Hansen 
called the Fort Smith business men’s 
attention to the growth and expansion 
of their own city, which he has observed 
through periodical visits over a num- 
ber of years. Mr. Andrews is one of 
the most prominent business men in 
Fort Smith. In honor of his many 
years’ leadership in civic affairs the 
public athletic field of the city has been 
named “Andrews Field.” 


Frank E. Grimes, senior member of 
the firm of Frank E. and R. C. Grimes, 
managers of the Fidelity Mutual Life 
for Northern Kansas, died the other 
day. He entered the service of the 
Fidelity Mutual March 1, 1915. He was 
formerly state treasurer in Kansas and 
served in the legislature of that state. 


Bert Yocom of Lafayette, Ind., gen- 
eral agent of the Farmers National Life 
of Chicago, has more than $1,800,000 of 
insurance in force. He has written ev- 
ery dollar of this himself. His territory 
comprises seven townships. These town- 
ships are purely agricultural, except for 
two small villages. Mr. Yocom is held 
in high regard in his community. He 
has advertised life insurance, the com- 
pany and himself until every family 
recognizes the kind of protection he is 
selling. Mr. Yocom not only writes 
about $400,000 of paid for business 
each year, but he sees to it that the old 
business is kept on the books. In spite 
of business conditions he never fails to 
renew at least 90 per cent of his busi- 


ness. 


President Hammerschlag of the Carne- 
gie Institute of Technology announces 
that Griffin M. Lovelace, director of the 
Carnegie School of Life Insurance 
Salesmanship, will continue in his pres- 
ent position. It has been reported that 
Mr. Lovelace would leave Carnegie at 
the end of the present term. He is to 
remain and the entire personnel of the 
faculty will continue as at present. The 
next term will open Jan..4. 

A. L. Harty, former insurance com- 
missioner of Missouri, has been elected 
treasurer of the International Life. 
Mr. Harty. who is a native of Bloom- 
field, Mo., has moved to St. Louis. He 
is chairman of the Democratic state 
executive committee and has been men- 
tioned as the next candidate on the 
Democratic ticket for governor. While 
he held the office of insurance commis- 
sioner he was elected president of the 
National Convention of Insurance 
Commissioners. 


Francis R. Stoddard, Jr., has been ap- 
pointed by Governor Miller to succeed 
Jesse S. Phillips as state superintendent 
of insurance. Mr. Stoddard has been 
deputy superintendent, in charge of the 
New York City office, since 1915. He 
has ably assisted Mr. Phillips in carry- 
ing out the policies of the department 
and has announced that he will con- 
tinue on the present plan. 

Mr. Stoddard, a Harvard graduate, 
was admitted to the bar in 1902 and in 














1910 served as special deputy attorney 
general of New York state. In 1912, 
1914 and 1916 he was a member of the 
state assembly. He was in _ service 
abroad during the war and is at present 
ordnance officer of the 98th division 
reserves. Mr. Stoddard is one of the 
leaders in the Republican party, the dis- 
trict of which he is leader being one 
of the few to show Republican major- 
ities in the recent city election. His 
work in the New York city office of 
the department since 1915 has been 
mainly the handling of interpretations 
of the insurance laws and suits affecting 
insurance companies. He is well 
trained for the work and should fill the 
post in an able and efficient manner. 


David Franklin Houston, president of 
the Bell Telephone Securities Company 
of New York, has been elected to the 
directorate of the Prudential. He fills 
a vacancy in the Prudential board 
caused by the death last April of Moses 
Taylor Pyne. Mr. Houston, between 
1913 and 1920, was both secretary of 
agriculture and secretary of the treas- 
ury, and prior to that time was inter- 
ested in educational work in South 
Carolina, Texas and Missouri. In 1902 
he was made president of the Agricul- 
tural & Mechanical College of Texas, 
and three years later was chosen presi- 
dent of the University of Texas, going 
from there to the chancellorship of 
Washington University, St. Louis, in 
1908, where he remained until sum- 
moned to the Wilson cabinet. 


Colonel S. H. Wolfe, former actuary 
and later with the War Risk Insurance 
Bureau and treasury department, has 
been appointed brigadier general in the 
finance reserve corps as of Nov. 4 
Shortly after the declaration of war 
Colonel Wolfe was granted a commis- 
sion as captain in the quartermaster 
reserve corps, but his ability along actu- 
arial lines resulted in his being imme- 
diately connected with the insurance 
work undertaken by the government. 
He was one of the founders of the war 
risk insurance act and was later sent 
into all the allied countries to study re- 
lief methods. He was then connected 
with the treasury department and made 
assistant director and executive officer 
of finance. 

B. C. Thurman. assistant manager of 
the Cleveland office of the Missouri 
State Life, was married in New York 
City on Nov. 26 to Miss Margaret 
Touise Donahue, daughter of Edward 
Donahue of that city. 


William B. Carhie, who recently re- 
signed as postmaster at Chicago, has 
become vice-president of John Burnham 
& Co., the well-known investment se- 
curities house. Mr. Carlile was for- 
merly Chicago manager for the Mutual 
Life of New York and later was in- 
spector of agencies for the Equitable 
Life of New York with headquarters in 
Chicago. He is well known to the life 
insurance fraternity. 


The West Coast Life of San Fran- 
c’sco announces the appointment of G. 
Masselli as assistant to Manager 
George B. Painter at Fresno. Cal. Mr. 
Maselli is a veteran of the World War, 
having served with the Italian army for 
four years as a lieutenant and leaving 
the armv with the rank of captain. He 
served in all the Alps campaigns and 
was wounded and taken prisoner bv the 
Austrians. He was later exchanged and 
on his recoverv again took command of 
troons and finished the row. After the 
armistice he was assigned with the Ital- 
ian army of occupation for several 
months. He received special citations 
for bravery and was presented with the 
Italian War Cross. 


Count that day lost in which ere night 
draws nigh 

You have failed to induce 
man to buy.—Ray Mills, 


at least one 
Chicago 
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“Service That Fits’ For Life Men 


SERVICE THAT FITS is the kind of 
service that is of genuine value to a life agent. 


Daily we receive letters like the following 
from life agents and general agents, including 
many in the service of your company: 


“T enclose you herewith application of 
R—E—T— for Non-Cancellable Total and 
Permanent Disability Coverage in amount of 
$100 a month. Mr. T— has applied .to this 
Company for $10,000 life insurance concur- 
rent with this application.” 


“T have written J—W—B— $5,000 life in- 
surance in my company, and at the same 
time $250 per month of your Non-Cancellable 
Disability Fand [$5,000 of your Accidental 
Death Coverage, applications for which are 
enclosed.’ 


{Our,service FITS your requirements. The 
Non-Cancellable Disability is a_ separate, 


individual policy giving the same benefits, at 
the same rates, as conveyed in the total dis- 
ability clauses of certain life companies with 
which you are competing. This makes it . 
possible for the agent to compete in a prac- 
tical way. 


Our Accidental Death Coverage is designed 
to enable the agent to compete on ‘‘double in- 
demnity.’’ It is the cleanest and most unre- 
stricted Death Coverage written against 
accident fatalities. 


If you are not doing all you can to take 
advantage of SERVICE THAT FITS, you 
are depriving yourself of a clean, legitimate 
aid in selling the life policies of your com- 
pany. Act in this matter. Write us fully, 
and ask us what we want you to do in order 
that SERVICE THAT FITS can at once be 
made fully available in your life insurance 
development. 


Write to L. D. EDSON, Sales Manager 


EMPLOYERS INDEMNITY CORPORATION 


KANSAS CITY, MO. 
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INDUSTRIAL A GREAT FIELD 


George H. Gaston, Second Vice-Presi- 
dent of Metropolitan, Tells Pos- 
sibilities at St. Louis 


ST. LOUIS, MO., NOV. 29—When 
George H. Gaston, second vice-president 
of the Metropolitan Life, addressed the 
southwestern field force of the company 
at its meeting here there were about 400 
agents, deputy managers and managers 
in attendance. Mr, Gaston gave a talk 
straight from the shoulder on the com- 
pany’s relation to its field force. He 
said he had not traveled over so much 
ground to come to St. Louis merely 
that the men might gaze on an execu- 
tive, but solely for the purpose of ren- 
dering service to the men in the field. 

Mr. Gaston is 63 years old and he has 
been with Metropolitan Life since 1879. 
As he related to the men, he started in 
writing industrial insurance with John 
F, Dryden. The company which later 
became the Prudential was then called 
the Prudential Friendly Society and 46 
years ago Mr. Gaston at the incipiency 
of industria! insurance began his career 
with this company at its home office in 
Newark. The aristocrats of the insur- 
ance business sneered at the idea of 
“factory employe” insurance. In fact 


ewthe stockholders themselves were not 


enthusiastic over the possibilities of the 
new insurance plan. One of them de- 
spairing said that he would give a dinner 
if the company ever issued its 5,000th 
certificate. Not many months afterward 
he gave the dinner and the industrial 
phrase of life insuurance has grown by 
leaps and bounds ever since. 


Opportunities Pointed Out 


In 1879, when Mr. Gaston joined the 
Metropolitan Life forces, Joseph F. 





Knapp was president of the company, 
the company had issued 12,000 policies 
and it had 145 employes in the home 
office and in the field. At that time it 
was writing ordinary insurance only. 
Now the company has 30,000 employes, 
of which 16,000 are in the field. Esti- 
mating that each employe supports two 
dependents, Mr. Gaston remarked that 
just as a byproduct the Metropolitan was 
providing a livelihood for almost 100,000 
people. He showed that salaries peid to 
men in the field were good and that each 
man fixed his own salary. Many d2puty 
managers have an income of more than 
$5,000 a year and the average income of 
managers is $10,800. One man out of 
every eight agents is a potential deputy 
manager and one deputy out of every 
three is a potential manager, which 
proves that the opportunities in the 
business are unbounded. 

Speaking to the new men in particu- 
lar he emphasized the importance of 
working the full day just as faithfully 
as if they were still working in the fac- 
tory or the store and went to work and 
quit work by the whistle. “You are not 
merely collectors, you are salesmen, so 
conduct yourselves as if you were men 
above the average. It is the easiest 


thing in the world to be a failure,” he 
said. “You are the architect of your 
career.” 


Requirements for Industrial Agent 


Then the vice-president spoke of the 
requirements of an industrial agent. He 
said, “I myself started out in life poor, 
with a family dependent on me. I had 
but a primary school education and 
while I have often wished for the aid 
of a college training, I only desire to 
show here that such a finished educa- 
tion is not essential to the success of a 
man in our profession. A willingness to 
work hard and a deep appreciation of 
the Metropolitan spirit are the essen- 
tials. You must have that conviction 
that your company is absolutely impar- 
tial in its promotions, that it favors no 
creed, race, age or nationality. This 
is attested by the fact that among the 
552 managers of the company 19 nation- 





alities are represented, and that the 
youngest manager is 27, the oldest 70.” 


Southwest’s Good Record 


The southwestern territory presented 
Mr. Gaston with 42 applications at the 
meeting as a special token of apprecia- 
tion of his visit here. Nov. 15, the 46th 
anniversary of his industrial insurance 
career, marked the close of a six weeks’ 
drive for new business. The results were 
gratifying. The vice-president said that 
the southwestern territory is making a 
wonderful record. Mr. Van den Bock, 
the superintendent of agencies for this 
territory, was unable to be present on 
account of illness. He has tendered his 
resignation to take effect as soon as a 
successor can be found. It is a matter 
of interest that in this same hall, 22 
years ago, Mr. Gaston presented an il- 
luminated copy of the “Bulletin” to Tom 
Hall for having made the best record 
of the 13,000 agents. Tom Hall is still 
with the Metropolitan and was present 
both at the meeting and afterwards at 
the dinner which the veterans of the 
company tendered Mr. Gaston. Mr. Hall, 
the oldest Metropolitan agent in the 
world in point of service, has been with 
the company 38 years. There were about 
40 veterans present at the dinner, all 
having served with the company at least 
20 years. Others who rival Tom Hall in 
service are Robert Molaney and Charles 
Schaefer. Mr. Schaefer is president of 
the Veterans’ Association. The name of 
Tom Hall is known to all Metropolitan 
agents. The first brick laid in the Met- 
ropolitan building is inscribed, “Tom 
Hall, 1884,” a unique tribute. 





Western & Southern Changes 


J. H. Clocker has been appointed as- 
sistant superintendent of the Western & 
Southern Life at Lorain, O. 

R. F. Malcolm, who has been promoted 
to superintendent of the newly-created 
South Columbus, O., district. Mr. Mai- 
colm has been with the company 12 years, 
the last four of which, as an assistant 
superintendent, he led the entire field 
force. 

The following agents have been pro- 
moted to assistant superintendents: I. J. 
Shipley, North Detroit; A. B. Copeland, 
Delaware, O.; M. H. Bullock, Columbus 
North; John R, Lykins, Portsmouth, O.; 





J. Mullins, Washington, Ind.; J. C. Good- 
man, Richmond, Ind.; J. Paulus, Chicago 
Middle District. 


Opens New District 


The Fublic Savings Insurance Com- 
pany of Indianapolis has opened a new 
district at Richmond, Ind. W. Frank 
Ewing, ex-superintendent at Shelbyville, 
has been appointed manager of the new 
district. President Carl G. Winter of 
the company and Lawrence Hadley, 
mayor-elect of Richmond, addressed a 
meeting of Richmond and Newcastle 
agents last Saturday at Richmond. 





Metropolitan’s New St. Louis Office 


The Metropolitan Life has leased a 
large portion of the sixth floor of the 
Chamber of Commerce Building for its 
tenth office in St. Louis. The part of 
the organization located in the Metro- 
politan Building will be moved to the 
new quarters. Louis Golin, now mana- 
ger of the branch at Jefferson and Park 
avenues, will have charge of the new 
office. Alterations are now being made 
and partitions installed so that the prem- 
ises will be ready for occupancy Dec. 5. 





Prudential News 


A new assistancy has been established 
by the Prudential at Grand Island, Neb., 
to be operated from the Lincoln agency 
organization, Harry Davenport, fermerly 
an agent at Hastings, Neb., will be in 
charge as assistant superintendent. 

Plans have now been made to celebrate 
the 30th anniversary of Superintendent 
A. C. Grant (Milwaukee, Wis.), Dec. 10. 

Agent Ira E. Hatch of Winona, Minn., 
and Anthony L. Lickteig of Mankato, 
Minn., have been promoted to assistant 
superintendents. 

Assistant Louis F. Schurger, St. Paul 
district, rounded out 35 years’ service on 
Nov. 26. Throughout this period Mr. 
Schurger has faithfully and loyally 
served the company in various positions. 


Announcement is made of the marriage 
of John P. Gerling, assistant superin- 
tendent of the Prudential Life in Beloit, 
Wis., and Miss Grace M. Eggleston, of 
Madison, Wis., at St. Patrick’s church in 
Madison, Thanksgiving Day. 























Ohio, Indiana and Kentucky. 
million a month. 

Helped by thousands of policyholders, beneficiaries (over a million dollars has been paid to 
beneficiaries in these three states) and friends, and with the close personal cooperation of the 
Home Office staff, Columbia Life agents are making splendid records. 
Five big General agency contracts, paying top-notch commissions, in choice territory, are now 
open to the right men— 


Dayton 


Toledo 


Find out just what we have to offer. 


Bg IFE 
INSURANCE 


Springfield 


Five Big Opportunities in Ohio 


The Columbia Life of Cincinnati is cultivating intensively three states— | 
These three states are producing half a | 


Canton 


CO. 


CINCINNATI, OHIO . 


SUMNER M. CROSS, President 


Youngstown 


Write today. 
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GreatRepublicLife Insurance Company 
LOS ANGELES, CALIFORNIA 


Capital, $500,000 Fully Paid 


GREAT OPPORTUNITY FOR LIVE MEN 


H. 3S. BRIDGEWATER J. R. RAILEY 
325-331 Title Guaranty Bidz., 1 Dallas County State Bank Bullding 
St. Louis, Missouri Dalles, Texas 


Mer. Missouri and Kansee Mgr. Tezas and Oklaboma 


W. H. SAVAGE, Vice-President and Agency Director 











1867 1921 


THE 


EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 
RESULTS OF 1920 


$254,538,407.00 of Insurance in Force. 
62,399,248.00 New Business in 1920 (paid for) 


Sixty-nine per cent of all business written 
since organization still in force. 


For information address: Home Office, Des Moines 








More Than 1’4 Million Policies Now in Force 


Only four other life insurance companies in America have more 

policy contracts in force than this Company. A study of the 

following growth in ten years is invited: 

Jan. 1, 1911 Jan. 1, 1916 Jan. 1, 1921 

$ 5,614,764 $10,279,663 $22,885,957 
371,106 613,615 1,277,277 

49,245,028 89,596,833 251,594,364 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Pennsylvania, Michigan, Illinois, and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 
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RESPONSIBILITY OF AGENTS 


Superintendent B. W. Gearheart of Ohio 
Speaks Before the Cincinnati Life 
Underwriters’ Association 


At the November meeting of the 
Cincinnati Life Underwriters’ Associa- 
tion, with President Swope in the chair, 
the guest of honor and speaker was 
B. W. Gearheart, superintendent of in- 
surance for Ohio. He dealt with some 
problems confronting the life insurance 
business and the Ohio department. He 
traced the history of life imsurance and 
the agent’s part in the business, showing 
how in the old days the foundation for | 
some of the unpopularity from which 
the business suffered in the past was 
laid, through the early misrepresenta- 
tion of agents, and the nature of some of 
the contracts issued. 


Should Sell Insurance Right 


He urged upon the field men the 
necessity of selling the business right 
and said that if this had been done from 
the start the volume of the insurance in 
force would probably be four or five 
times what it is now. He said that the 
average man wasted more in worthless 
investment each year than would be 
necessary to pay the premiums on the 
insurance which he ought to have and 
that in all the public throws away ten or 
twelve times as much as would be 
needed to carry adequate insurance. He 
said that the insurance profession more 
nearly approaches that of law than any 
other. One poor insurance agent or one 
poor lawyer can do more in destroying 
the pub lic confidence than 10 good men 
can inspire. 


Will Diminish Socialism 


He said that the department had as 
many as one man a week before it for 
improper conduct and that it was the 
duty of all life insurance agents to see 
that the business was properly con 
ducted, both by themselves and by 
others. He said that the more life in- 
surance put on the books the less 
socialism there would be. 

Speaking of the difficulties before the 
department he said that the greatest 
trouble it had was in dealing with the 
results of misrepresentation by agents in 
selling policies; that the second trouble 
was twisting and the third was rebating. 
Mr. Gearheart made a good impression | 
on the life insurance men and showed 
that he is trying to administer the de- 
parfment in an able and conscientious 
manner, 


Philadelphia, Pa.— “Business Insur- 
ance” will be the topic of Archie Rich- 
ards, president of the Philadelphia | 
Credit Men's Association in his address 
this (Thursday) evening at a meeting | 
of Philadelphia life underwriters. 


| of small ones into larger. 


| RECORD MEETING IN CHICAGO 


First Gathering Under Administration 
of President Day Has 500 
in Attendance 


At the November meeting of the Chi- 
cago association on Tuesday the goal 
set for the first meeting under the 
leadership of President Darby A. Day, 
500 whether members or not, was 
reached. Mr, Day maintained strictly 
the schedule outlined in the program. 
The snap and vigor put into the affair 
through the prevention of delays and 
the general style of the program went 
far towards making it a success and 
indicated the ability of Mr. Day as 
chairman, 

The first of the speakers was T. C. 
Otto, of the Mutual Benefit, one of the 
real rate book men with A. A. Drew’s 
agency. He outlined the possibilities 
in the smaller policies and the working 
He crowded 
much experience into five minutes and 
gave an interesting talk on this phase 
of the work. C. H. Kellog, agency 
manager for the Equitable Lite of New 
York, next spoke on the need of greater 
work on the part of life men in meeting 
the needs of prospects, in order to in- 
crease sales. He said that it is possible 
to double production, if the agents 
would actually apply themselves. Satis- 
fying the prospects’ desires is of great- 
est importance. 

Relation of Actuary and Agent 


0. J. Arnold, actuary and secretary of 
the lllinois Life, discussed the relation 
of actuary and agent and saying that it 
was his belief that an agent's sales were 
in inverse proportion to his knowledge 
of the actuarial side of the business. He 
said that ability to serve and sell was of 
first importance and in this matter the 
life agents were efficient Mr. Arnold 
said that the talk of agents being over- 
paid and inefficient was not true to ex- 
perience ind that actuaily they were 
most efficient and in proportion to the 
good done by them and the efforts given 
by them were underpaid, He made sev- 
eral suggestions for improving sales 
and spoke of the importance of prevent- 
ing lapses. For this he suggested that 
each agent approach his policyholders 60 
days before the period for renewal and 
ask for an increase in the amount The 
result of this is usually that, instead of 
cancelling, they wil at least retain their 
policy and possibly increase. 

Economic Value of Insurance 

Robert R. Reid of the Northwestern 
Mutual, spoke on the economic value and 
great need of life insurance. He said 


| that a realization of this and an appli- 


eation of this idea in the approach would 
greatly increase selling ability. He cited 
the recent case of the woman who filed 
bankruptcy proceedings, $50,000 in debt, 
although only a few years previous re- 
cipient of $250,000. The great economic 
article that would prevent 
Suggesting 


value of an 
such cases was emphasized. 








THE TWIN CITY LIFE 


Insurance Company 


SAINT PAUL MINNESOTA 


$4,421,000 


Insurance in Force, 
Surplus to Policyholders, 136,384 


Do you want to locate in the Northwest? We can offer you 
liberal contracts in Minnesota, North Dakota or South Dakota. 
We are not trying to make a record for size, but we do write a nice 
clean business, combined with real service to our policyholders. 
your viewpoint and ours agree, we can do business with each 


other. 
WRITE US 


A. M. MIKKELSON, Secy. J. IVAN RHEA, Supt. of Agents 

















Home Offices; 





The Farmers & Bankers 
Life Insurance Company 


Invites Inspection—Inquiry of Integrity 


It Issues 


POLICIES THAT ATTRACT 


And maintains a relationship with its Agents that 
creates a genuine spirit of loyalty between Agents 
and Company 


Wichita, Kansas 
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OHIO, INDIANA and ILLINOIS 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY, of Chattanooga, 
Tennessee, intends to enter these states. 

This announcement is not addressed to satisfied representatives 
of other Companies, but to experienced, successful life insurance 
solicitors who wish to obtain General Agency contracts. 


if your character is above reproach, and if you have paid for 
a minimum of $200,000 annually for the last three years, and if 
you are ambitious to own and operate a General Agency,—write us, 
giving full particulars. 


Liberal financial assistance extended during the first two 
contract years. 
Minor Morton, Vice President & Agency Manager 



































The Northwestern Mutual Life 


TH Re E Insurance Company was the pioneer in 


establishing rules to protect itself and its 


RULE Ss: agents against evils which demoralized the 


business. 





























For twenty-seven years it has enforced a stringent Anti-Rebate Rule. 


For twenty-three years it has observed a No Brokerage Rule which prohibits the acceptance of 
business from, or the payment of commissions to, other than an agent of the company. Excep- 
tion only is made in the case of legitimate surplus business and then only from a licensed agent 
of another company upon an anti-rebate agreement from him. 


For more than twenty-eight years it has adhered to its present Civil Service Rule which 
provides that all appointments to general agencies shall be made from those already connected 
with the company and otherwise qualified. 


To the literal enforcement of these rules is attributed, in large part, the success, high character 
and the loyalty of the agency force of 


THE NORTHWESTERN MUTUAL 
LIFE INSURANCE 
Milwaukee CoO M P AN Y Wisconsin 



























MUTUAL LIFE OF ILLINOIS 


Service to Policy Holders Service to Agents Service to the Public 


Operates under the Famous “Registration Act” which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 

















Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 
A few gocd openings for good live producers in Illinois. Correspondence Invited. 
H. B. HILL, President G. C. ROCKWOOD, Vice-Pres. JAS. FAIRLIE, Vice-Pres. and Actuary DR. J. R. NEAL, Sec. 



























A POINT IN YOUR FAVOR 


The Grange Life is an opportunity for live agents. They have that opportunity of selling 
a policy lower in cost than many others and can still go into any community, confident in 
the knowledge that the protection they offer cannot be bettered nor the company they repre- 
sent be outdone in service. 


GRANGE LIFE INSURANCE COMPANY 
LANSING, MICHIGAN 


N. P. HULL, Pres. C. H. BRAMBLE, Secy. and Treas. 1. D. WALLINGTON, Supt. of Agents 






























greater efforts in building the associa- 
tion, George M. Marshall, of the Equi- 
table of Iowa, spoke of the “Go-getters.” 
He said that the spirit of “It shall be 
done,” which has accomplished every- 
thing that has been done, would put over 
the association and the life business in 
a big way. 

John R. McFee, of the Penn Mutual 
Life, then spoke on the educational 
equipment of the agent and the need of 
a general knowledge of the business. 
He said that the existence of “twisters” 
was the result of lack of insurance edu- 
cation on the part of agents. The clos- 
ing talk was made by H. Selfridge Stand- 
ish, of the Union Central, who gave an 
interesting and enthusiastic appeal for 
cooperation and goodfellowship in the 
building of the greater association. Mr. 
Day, in his closing remarks, continued 
this association appeal and suggested an 
“every member campaign” for a doubling 
of membership by the next meeting time. 

7. . . 

Kansas City, Mo.—wWilliam Hughes, 
the newly elected president of the Kan- 
sas City Association, and for years the 
agency supervisor of the New York Life, 
has some very decided notions as to the 
needs of the ordinary underwriter, and 
is determined to do something during 
the year of his incumbency to meet these 
needs. These ideas are incorporated in 
the program of activity that he has out- 
lined for the year’s work by the asso- 
ciation, and which has been adopted by 
the executive committee. It will be sub- 
mitted to the association meeting in 
December for ratification. 

The first thing needed, according to 
Mr. Hughes, is a realization of indl- 
vidual responsibility in the development 
of the life insurance interests of the 
city. He holds that the average insur- 
ance man gets so absorbed in his own 
individual affairs that he can not see 
that there is a lot of business that comes 
to the underwriter by pushing the busi- 
ness as a whole. He is, therefore, recom- 
mending that the membership in the 
association shall be individual, rather 
than by agencies and companies. This 
will bring a larger percent of the indi- 
viduals into the association, and get 
more of them to assume their responsi- 
bilities. In accordance with this idea, 
too. he is recommending a membership 
drive. 

The second thing needed, according to 
the program, is individual improvement. 
He holds that a man never gets too old 
to learn, and that it is the duty of every 
underwriter to keep up with the times, 
and to keep in touch with the com- 
munity in which he lives. This is to be 
accomplished in part by the discussions 
to be held at each meeting of the asso- 
ciation, when half of the time will be 
devoted to the discussion in a direct and 
informal manner, the present day prob- 
lems of the underwriter doing business 
in Kansas City and Kansas City terri- 
tory. Questions that need further eluci- 
dation will be referred to committees 
for investigation. Specialists will be 
called in to discuss particular problems 





as they arise. 

Mr. Hughes insists that the life man 
loses nothing, but gains immensely by 
becoming a part of the civic life of the 
community, and that he should be fully 
informed as to local civic matters, and 
do his full duty as a citizen. That this 
idea should not simply be held as a 








| congress to be held in January. 


| event will be completed and the list 


| organization at the coming 


theory, he has arranged that half of the 
time of the regular meetings shall be 
devoted to the discussion of civic mat- 


| ters, and that through committees, the 


life men shail become an active, con- 


structive force in the community 
. 

Dallas, Tex.—During the present 
month the North Texas Association w! 
perfect its plans for the annual sales 

r) 
for the big two days’ selling 


program ; 
OL. 
speakers announced. The Dallas organ'- 
zation expects to open the sales con- 

j i 3 j ] 
gresses of the nation this year as it did 
last year. The officers of the organiza- 


| tion are now “dickering” with some ©o¢ 
| the leading insurance men of the nati 


to deliver addresses on particular sub- 
jects at the conference. 

The association expects to have th 
biggest attendance in the history of tl 
sales con- 


gress. It was said that at least 1 
underwriters from South Texas wou 
be here for the congress and that prol- 
ably several of the state agents a 
some of the home offices would ha 
their agents’ meetings immediately aft 
the congress in order that their agents 
mieht have the benefit of the big event 
Whether President Shuff of the Na- 
tional Association will be here for ® 
congress and will start out from Dal! 
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to cover the nation, as Orville Thorp 
and some other leading insurance men 
did last year, will not be known before 
the middle of the month. It is under- 
stood those are the plans of the national 
association and that they will be exe- 
cuted if nothing unforeseen prevents. 
The local association is expecting the 
national president whether he completes 
the tour or not, 
> . o 
Sioux City, Ia.—The Sioux City Asso- 
ciation at its November meeting enjoyed 
a talk by E. C. Wolcott, vice-president 
of the National Fidelity Life and mana- 
ger of its new boys’ department. Mr. 
Wolcott spoke on “A Man's Efficiency In- 
creased by Protection.” He has given a 
large part of his life to welfare work 
for boys and young men and presented 
the subject from an unusual viewpoint. 
He emphasized the importance of the life 
element in life insurance salesmanship. 
Carl T. Prime, of the National Fidelity 
Life, also spoke, discussing “How to Use 
the Fact that Life Insurance Eliminates 
Worry to Sell Insurance.” Prof. C. A. 
Marsh of Morningside College gave a 
very instructive and helpful talk on 
“How to Apply the Principles Which 
Make for Success in Public Speaking to 


MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience. 
Low Cost, a Splendid Record 
for 70 years? 


Then why not take a General Ag 
in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICB 











“SOMETHING 
NEW FOR 
AGENTS” 








National 
American 
Life 

Insurance 
Company 








Burlington, Iowa 











“All that its 
name implies” 


The 


Square 
deal 


Write for particulars. 


Vat Awenal 


Insurance Company 


ation; 


Horne, Muskogee, vice-president for the} 
Agency Contract east side; J. A. Driskell, Oklahoma City 
secretary, and H, C. Miller, Oklahoma 
City, treasurer. | 


secretary of the 


the Selling of Life Insurance.” The 
meeting was well attended and sentiment 


was expressed that the association is 
progressing rapidly under the leader- 
ship of President C. H. Ross. 

. . . 


Columbus, O.—Shall banks, trust com- 
panies and other financial concerns en- 
gage in the life insurance business? 
This was the chief topic discussed at the 
November meeting of the Columbus As- 
sociation. The matter has been under 
consideration for some time, and while 
it is claimed that there was no personal 
connection with the protest, some refer- 
ences in the discussion showed that the 
success which has been attained in Co- 
lumbus in the past two years by the 
Grizzard insurance savings system has 
made an impression upon the minds of 
some of the other agents. Mr. Grizzard 
recently extended his operation to Cleve- 
land, where he was even more successful 
than in Columbus. 

The speaker at the luncheon was 
James A. Brady, general agent in the 
Cleveland territory for the Midland Mu- 
tual Life of Columbus, who spoke by re- 
quest on “Out of My Own Experiences.” 
He discussed the real value of the insur- 
ance an agent has to sell, emphasizing 
the need of studying each prospect at 
close range, in order to know how best 
to approach him, to interest him and to 
close the contract with him. Incidentally 
he referred to the increasing attention 
which some banks are giving to insur- 
ance, in some cases seeking to have em- 
ployes of the bank appointed agents of 
the insurance company. It was an 
nounced that a big banking institution 
had asked the state superintendent of 
insurance to license each of its 2,800 
employes, but the request was turned 
down. 

Resolutions were unanimously adopted 
opposing the bank plan, following the 
lines of those adopted recently by the 
Cleveland association. 

* 2 @ 
Lynehburg, Va.—Giles H. Miller, vice- 
president and cashier of the Lynchburg 
National Bank, will speak on “Life In- 
surance From the Standpoint of a 
Banker” at the next luncheon-meeting of 
the Lynchburg Association, Dec. 5. This 
association, which was but recently or- 
ganized, has an active membership of 
twenty-five. 

: 2 e 

Minneapolis, Minn.—W. J. Stevenson of 
the Wells-Dickey Trust Company ad- 
dressed members of the Minneapolis As- 
sociation at its meeting last week on 
“Insurance in Trust.” Orrin Edwards, 
president of the Association, presided at 
the meeting. 
Life companies, 
originally as life insurance and trust 
companies. The early conception was 
that each business was the complement 
of the other. His conviction was that 
eventually trust companies, as well as 
the life companies of today, must have 
agents organized to awaken the public 
to the service they offer the people. The 
work of the trust company begins where 
that of the life company leaves off. Han- 
dling of life funds by trust companies 
has a distinct advantage. The full earn- 
ing power of the money is thus made 
secure for the benefit of the needy fam- 
ily. Mr. Stevenson predicted that sooner 
or later there will be a reunion, when 
life insurance and trust companies wil! 
again work together in harmonious co- 
operation. 
On recommendation ‘of the executive 
committee, a resolution opposing the 
savings bank-life insurance plan was 
adopted. e* se @ 
Oklahoma City, Okla. 
brought the insurance business up to 





he explained, started 
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HOME OFFICE: TOPEKA, KANSAS 





Maybe you are the man we are looking for! 





Maybe we are the company you are looking for! 





WE ARE ANXIOUS to get in touch with three or four REAL LIVE Life Ine 
surance salesmen who are anxious to make a name for themselves in the insurance 
world. We don’t want just ordinary salesmen. We want men in whom we hav 
confidence, men whom we can put in big places of trust. 

WE ARE, WITHOUT A DOUBT, the fastest growing life insurance company’ 
in the Middle West, having written an average of A MILLION A MONTH DURING 
THE PAST NINE MONTHS. 

We CONTEMPLATE going into Oklahoma, Texas, Missouri, Nebraska and 
Iowa next year, and are anxious to get big men lined up for these states as State 
Agents. If you think you can qualify, write us right away. Get your name on 
the dotted line. We are writing the newest, very latest up-to-the-minute con- 
tracts in life insurance. For instance, the talk of the insurance fraternity will be 
about our new 20 PAY $5,000 CONTRACT WITH RETURN PREMIUM which pays 
out in eleven years. If there is anything new in life insurance, you can depend 
on it, we'll have it first. 


ANSWER, GIVING PAST EXPERIENCE AND PRESENT EMPLOY- 
MENT. 
CORRESPONDENCE STRICTLY CONFIDENTIAL. 


GEORGE GODFREY MOORE, Presiden,. 





Write for full particulars. 
















The 
Onto Nationat Lire Insurance Co. 


CINCINNATI 
ALBERT BETTINGER, Pres. 
WE desire to negotiate with a high class man for the State of 
Kansas. If you want a State Agency for Kansas and can 
convince us that you are really worth while, we will get behind 


you in a big way. If interested address 
T. W. APPLEBY, 


etary. 














what it is today, J. W. Scroggs of the 
extension division of the Oklahoma A. & 





M. college, told members of the Okla- 


in Business Since 1862 













Cuuryar 2 
LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


Insures all cl of lected lives, on the ordinary, intermediate and 
industrial plan at all ages. It also insures against total and permanent disability. Policies 
of the company are made secure by reserves maintained on the highest standard, with ad- 
ditional contingent reserves yy yo against all emergencies. Information and 
Advice on any matter relating to Insurance ia Available at any time through the 
Agencies or Home Office of this Company. 








homa Association at their regular 
weekly meeting here. “Net returns alone | 
are much larger if an agent seeks saad 
place service before the prospect in 

stead of trying to get his money and | 
giving him nothing but a policy 


to puz- 
Scroggs said. 
Corbyn of Oklahoma City 
president of the 

Newburn, Oklahoma City, | 
west side; Jack} 


zle over,” Mr. 
Marmaduke 
was re-elected 
John W. 
vice-president for the 


associ- 


Plans for a reception for J, J. Parks 
Missouri State Life, who 
is expected in Oklahoma City the latter| 
part of next week, were tentatively ar- 














ranged. Meeting of the ministers of the 

Home Off . city will be planned to hear an address | 
ae, Madison, Wis. by Mr. Parks A luncheon will be given 

at one of the hotels for the occasion | 


















Chicago National Life Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 
First 10,000 shares sold, over $100,000 deposited 
with State 


WANTED: First class agenc) man: must 
be of undoubted experience and ability 
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ALFRED L. AIKEN 
JOHN E. ANDRUS 


OHN H_ FINLEY 
AVID R. FRANCIS 


ALBA B. JOHNSON 





Admitted Assets, January 1,1921 . . 
Legal Liabilities, January 1,1921 . . 
Reserve for Dividends and Other Purposes $125,409,040 
Insurance in Force, January 1, 1921. . 


CORNELIUS N. BLISS, Jr. 
NICHOLAS MURRAY BUTLER 
GEORGE B. CORTELYOU 


A. BARTON HEPBURN 


NewYork Life Insurance Co. 


(Incorporated under the laws of the State of New York) 
346 and 348 Broadway, New York, N. Y. 


DARWIN P. KINGSLEY, President 


Income, 1920 


i ee ancuts beseweb eee $142,672,244 
Interest and Rents...............ee000. 44,335,004 
Ee re ee 6,782,885 


pide qdegeneneesesoenee $193,790,133 


Paid Policy-holders, 1920 


Ns cc cama ciinesecnns eed $35,036,558 
ha ei ceagieewseunins 24,399,171 
A ARE CS Sn 31,981,555 
Surrender Values, Etc................... 23,432,313 

Total to Policy-holders............ $114,849,597 
New Paid Insurance in 1920 — $693,979,400 


$966,664,397 
$841,255,357 


$3,537,298,756 


BOARD OF DIRECTORS 
LAWRENCE F. ABBOTT 


WILLARD V. KING 
DARWIN P_ KINGSLEY 
RICHARD I_ MANNING 
JOHN G. MILBURN 
GERRISH H. MILLIKEN 
FRANK PRESBREY 
“yo . PULLEYN 

ING H. REVELL 
GEORGE M. REYNOLDS 
ELBRIDGE G. SNOW 
HIRAM R. 
OSCAR S. STRAUS 


S. DAVIES WARFIELD 
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L. J. McGovern 


George L. Hunt, superintendent of 
agencies of the Guardian Life of New 
York, announces the appointment of 
Lawrence J. McGovern as manager of 
its Kansas City office. For the last five 
years Mr. McGovern has been agency 
organizer for the New York Life at 
Duluth, Minn. His entire insurance ex- 
perience has been with the New York 
Life and since joining that company in 
1905 Mr. McGovern has held various 
positions of responsibility, Because of 
this experience, the Guardian’s Kansas 
City office should make rapid strides 
under his direction. 





Temple & McLemore 


The Ohio National Life of Cincinnati 
has entered Texas and has appointed 
the firm of Temple & McLemore of 
Dallas with offices in the Dallas County 
Bank Building, as state agents. Mr. 
Temple has been in the cotton business 
and is one of the leading masons of the 
state; Col. J. E. McLemore has recently 
been with the Bankers’ Reserve and 
some time ago with the American Na- 
tional of Galveston, for which he did a 
large business. 


Willard Done 


Willard Done, former insurance com- 
missioner for Utah, has joined the Salt 
Lake City staff of the Pacific Mutual 
Life and will be associated with W. E. 
Lawson, general agent for the Utah and 
southern Idaho territory. Mr. Done 
was executive secretary for the Cali- 
fornia Local Agents Association until 
about a year ago, and returned to Utah 
only recently, 








Detroit Life Change 


Joseph Garin, who has been in charge 
of the Polish branch bureau of the De- 
troit Life home office sales force, has 
resigned and returned to his former 
home at Kenosha, Wis. He expects to 
remain in Wisconsin for the next two 
years on business matters. He is suc- 
ceeded by Walter Jesielkiewicz, who 
has been associated with Mr. Garin in 
the Polish bureau. Mr. Jesielkiewicz 
has an extensive Polish acquaintance 
and has already established his reputa- 
tion as a business-getter. 





George D. Bennett 


George D. Bennett, manager of the 
Metropolitan Life for Ogden and north- 
ern Utah, has resigned on account of 
ill health. Mr. Bennett, who started 





with the company in Salt Lake City 
13 years ago, has served the Metropoli- 
tan as manager in two other cities, 
Spokane and Aberdeen, Wash. He has 
been in Ogden for several years and was 
a large personal producer of ordinary 
business. Overwork during the war, 
when he was called upon to direct the 
sale of Liberty bonds, war savings 
stamps and the like, in addition to the 
supervising of a large staff, is declared 
to have been responsible for undermin- 
ing his health. 


Henry A. Mohl 


Henry A. Mohl, president of the 
Davenport Life Underwriters, has been 
made manager for eastern Iowa for the 
Fidelity Mutual of Philadelphia. He 
has been associated with the Travelers 
at Davenport and is a popular Iowa 
insurance man. 








Nelson L. Shultis 


The Missouri State Life last week 
opened a branch office at Minneapolis, 
Minn., with Nelson L. Shultis as 
branch manager. Mr. Shultis is an ex- 
service man, having served as a lieu- 
tenant in the Thirteenth Infantry. 





G. H. Moore 


G. H. Moore, with the Prudential at 
Newton, N. J., for 12 years, has been 
appointed general agent at Cedar 
Rapids, Ia. 


Day Is Milwaukee Speaker 


Milwaukee, Wis.—Darby A. Day, Chi- 
cago, general agent for the Mutual Life 
of New York, which has a contract with 
the Harris Trust & Savings Bank, spoke 
before the November meeting of the 
Milwaukee association yesterday on the 
subject of the savings bank-life insur- 
ance plan. Mr. Day said that he was 
speaking only for himself, not as rep- 
resenting anyone else. He believed that 
life agents were making a mistake in 
attacking the banks and condemning the 
plan through their resolutions. He said 
that the agents originally sold the propo- 
sition to the banks and that it is rather 
bad form to attack it, now that it is 
spreading like wildfire. Mr. Day does 
not believe that there is anything 
varically wrong with plan and is of the 
opinion that the condemnations so ‘far 
made have not been substantial. 

No action was taken on the question 
at this meeting, although it had been 
previously announced that the resolu- 
tion of the Cleveland association would 
be presented. It had been brought up 
before the Board of Directors, but no 
action had been taken. 














Improved Disability Provision 


Claim may be mace as soon as disability occurs—no probationary 


Payments begin immediately on approval of claim—no proba- 


tionary period. 


Monthly payments, lifelong, conditioned on permanence of dis- 


ability. 


Immediate waiver of future premiums—no waiting until next 


anniversary. 


Full amount of insurance paid when insured dies, without deduc- 


tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s 
oldest legal reserve life insurance company stil] closer to the needs 


of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Company 


of New York 
34 Nassau Street, New York 








UNITED 














THE 


LIFE 
INSURANCE COMPANY 


IN THE CITY OF NEW YORK 


Organized 1850 


Non-Participating Policies only. Over Forty-five 
Million Dollars Paid to Policyholders. 


JOHN P. MUNN, M. D., President 


Good territory open for high class, personal producers, 
under direct contracts with the Company. Address 
Home Office, 105-7 Fifth Avenue, New York City. 
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TAXES ON ADDITIONAL 
BENEFITS CONTESTED 


(CONTINUED FROM PAGE 1) 


casualty premium tax, and the double 
indemnity the life tax, Secretary Black- 
burn kas presented his case, at the re- 
quest of the department, holding that 
the policy should no more be taxed for 
additional benefit than the accident 
policy should be taxed at the increased 
life rate for the death benefit. It is his 
belief that only the amount payable 
in case of death at any time for any 
ordinary cause should be taxed. A 
summary of his case is as follows: 
1. Life insurance policies are taxed 
in a well defined class for taxation pur- 
poses and cannot be taxed as casualty 
policies under any circumstances. 
2. Life insurance as defined by 
statutes, text writers and the courts is 
insurance upon lives of persons and 
any and all insurance appertaining 
thereto, including disability. 
Taxed at Much Higher Rate 


3. Life insurance is taxed separately. 
distinctly and at a higher rate of tax 
than other insurances, paying under the 
8 cent tax provision from two to 20 
times the tax imposed upon casualty 
insurance, considering the ratio of the 
two forms to the premium charged. 

4. Life insurance is subjected to a 
policy tax of 8 cents per $100, 80 cents 
per $1,000, and $8 per $10,000 of in- 
surance covered and described in every 
policy. A casualty policy for $10,000 
is written for a premium of $100 and 
pays a tax of $1. A casualty company 
can write double indemnity and triple 
indemnity on a $10,000 policy for a 
special form of accident without adding 
one penny to its tax. 

5. Congress realized that it was tax- 
ing life insurance at a very high rate 
and therefure placed life insurance in 
a class by itself, intending that what- 
ever policies were commonly writter 
by life insurance companies should be 
taxed as life insurance policies at the § 
cent rate regardless of the premium 
charged and regardless of special con- 
tingencies reducing or increasing the 
amount to be paid the beneficiary. 

6. The Treasury Department in Reg- 
ulation 58 interpreted the law as to 
life insurance taxes upon this theory, 
and in Article 9 specifically states that 
the 8 cent tax applies on “the amount 
to be paid in case of death at any time 
for any ordinary cause, regardless of 
special contengencies.” 

Riders Not Casualty Provisions 


7. These riders providing additional 
benefits in life insurance policies are not 
casualty provisions, but special life in- 
surance contingencies and run with the 
life policies and are benefits appertain- 
ing to lives of persons, payable only 
under extraordinary contingencies. 

8. There is no provision for taxing 
life, health and accident insurance writ- 
ten in combined policies, excepting the 
special proviso tor taxing combined 
policies for $500 or less issued on the 
industrial or weekly or monthly pay- 
ment plan. Regulations 58, Article 13, 
is unauthorized and can not be applied 
to life insurance policies which issue 
these supplemental contracts, or to 
companies writing combined policies of 
liie, health and accident insurance not 
issued on the weekly payment or 
monthly or industrial plan for $500 or 
ess, 

9. Congress could not have intended 
to pass an Act which would levy a 
tax so heavy as to prevent life com- 
panies from extending these well known 
contingent benefits to their policy- 
holders, 

Life Unilateral 


_ 10. Life insurance contracts are uni- 
lateral contracts dating from delivery 
to the end of the lite insured on or- 
dinary policies, and while renewal pre- 
miums are required, these renewal 
premiums do not make new contracts, 
but are contributed by the policy- 
holder for 
the life long contract. 


Centracts 


the purpose of carrying out 
The contingent 


They need a tangible, workable program 


benefits run with and are dependent 
upon the main contract and are non- 
cancellable so far as the life company is 
concerned until they expire by death or 
limitation. 

11. The principle that tax provisions 
of a law will not be extended or en- 
larged to embrace matters not specific- 
ally pointed out in the act is well estab- 
lished. Tax provisions are liberally 
construed and doubts are resolved in 
favor of the taxpayers. There is no 
presumption in favor of the taxing 
power. Therefore the Revenue Laws 
of 1917 (Section 504), and of 1918 (Sec- 
tion 503), must be applied so far as life 
insurance policies are concerned to 
paragraph (a) and cannot be enlarged 
by regulation. 


Based on Contingency of Death 


12. The “amount for which any life 
is insured” is the sum agreed in the 
policy to be paid in the event of death 
trom any ordinary cause. It cannot be 
the sum which under contingencies 
which may not eventuate is to be pay- 
able. Life insurance is based upon the 
happetiing of a contingency certain, to- 
wit: Death of the policyholder from any 
cause at any time excepting as to en- 
dowments and annuities, neither of 
which carry the benefits under discus- 
sion. 

13. There is no more merit in the 
suggestion that these benefits are ac- 
cident insurance, taxable under the cas- 
ualty provisions, than in the suggestion 
that the death benefits under an or- 
dinary accident policy are life provi- 
sions taxable under the life insurance 
provisions of the revenue law. 

14. It is submitted, therefore, that in 
the Oregon Life case and in all cases 
where life insurance policies contain 
special benefits based upon uncertain 
contingencies, whether they increase or 
decrease the total sum payable under 
the policy, they are taxable only on the 
“amount to be paid in case of death 
at any time for any ordinary cause, re- 
gardless of special contingencies.” 


BANKS AND LIFE INSURANCE 
OUTLINED BY A. F. HALL 


(CONTINUED FROM PAGE 2) 


There is a great need to be filled, a 
gmeat service to be rendered by life in- 
surance companies, in helping the people 
of this country to save money, and our 
experience clearly demonstrates that the 
insured savings account for which we 
furnish insurance solves the problem that 
the banker has so long been trying to 
solve. 

The plan as we use it is not in any 
wise criticized by the resolutions of the 
life underwriters. 


OU will perhaps be interested in some 
statistics on this department of our 
business. We are now issuing insurance 
on more than 1,500 insured savings ac- 
counts every month. Our data shows 
that 80 percent of these people, or over 
1,200 a month, have never been served by 
a life insurance agent, or at least at 
the time of our dealing with them, over 
80 percent did not carry a dollar of life 
insurance. Twelve percent of these peo- 
ple carry $1,000 of insurance; 8 percent 
over $1,000, and 4/10 of 1 percent carry 
$5,000 or more. Our record further show 
that more than 50 percent have never 
had a savings account. It is reason- 
able to suppose if 80 percent of the 
buyers of these savings accounts do not 
carry other insurance and 50 percent of 
them have never before saved money, 
that if this mass of people can be edu- 
cated to become regular savers inter- 
ested in life insurance, great good will 
be accomplished. The immense accumu- 
lated savings of these people in years to 
come will be used to finance business 
that in turn will finance the underwriters 
of permanent insurance. 

The Lincoln Life is furnishing insur- 
ance for savings accounts because it be- 
lieves that through this medium thou- 
sands will be taught to save definite 
amounts of money within a definite time 
What greater service could be rendered 
to the business of our country and to 
life insurance? The masses need some- 
thing more than propaganda on savings 











To Rent—Bank Floor 
Westminster Building 


7,500 square feet on choice corner in heart of 
Chicago Loop, 


Dearborn & Monroe Sts., S. W. Corner 


Very desirable for a Life Insurance General Agency 
or Investment House. Near shopping district— 
Banks and Post Office, just a square from State and 
Madison, the world’s busiest corner. 


WILLIS & FRANKENSTEIN, 


Westminster Building 
CHICAGO 




















Organized 1871 


Life Insurance Company of Virginia 
Richmond, Virginia 
Oldest, Largest, Strongest Southern Life Insurance Company 


Issues the Most Liberal Forms of Ordinary Policies from $1,000.00 to $50,000.00 
and Industrial Policies from $12.50 to $1,000.00 


Condition on December 31, 1920: 


i a a eee caw eme de nes aaueiwaee en aiie $ 24,143,510.56 
i ee 21,803,452.41 
FLITE LEED EOIN 2,340,058.15 
ere oo Co eo wise daeabesubambans . 207,301,719.00 
Payments to Policyholders............. 2.0.6. ..ceeeees es ..  1,983,096,.17 
Total Payments to Policyholders Since Organization................ $25,823,269.97 


John G. Walker, President 
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©) The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT *° MONTHLY INCOME INSURANCE 


LATEST POLICIES AND AGENCY CONTRACT Ji): 07\nes 


ro] ol 
. Openings OHIO, IND., KY., MICH. and W.VA. Write Columbus 








QUALITY INSURANCE—CHARACTER SALESMEN 


Wanted—Specialty Salesmen—Wanted 


Any Sure Enough Salesman, who has the proper Intestinal 
“Four Square” and willing to work; can make not less than $20,000, 
us to continue the breaking of all Life Insurance records. 
Great opportunity for the men who can qualify!! 

y, 1919 to May, 1920, Twelve months—one year—we wrote Ten Millions 
Life Insurance. How? Let us tell you. We have the plans; we furnish the leads. 
If you can qualify, write or wire. 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 
TOPEKA, KANSAS 


uipment, who is 
per year helping 














which they can and will carry out, and 





Agency Co-operation 

through direct mail advertising is just «ne of the features which give 
yey | field men a distinct advantage. Lest year we distributed 41,341 
direct leads—all interested prospects who requested information. This 
service, and its original policy contracts, enabled Fidelity to show an 
increase of 28.35 per cent. in paid business last year. 

Fidelity operates in 40 states. Full level net premium reserve basis. 
Insurance in force over $203,000,000. Faithfully serving insurers since 1878. 

A few openings for the right men. 

FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
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i HE INDIVIDUAL PRODUC- 

i TION of more than 15 per cent 

| of our 1920 representatives was in 

excess of a quarter million dollars 

i of paid for insurance. 

i We believe that this remark- 

k able record is largely due to our 

| effective plans of agency co-opera- 

t tion. 


Every new man who is added to 
our ranks is carefully selected, con- 
| tracts with us upon a full-time 
t basis and has the advantage of an 
intensive course in life insurance 
training at the home office. 


| Phoenix Mutual Life Insurance Company 


of Hartford, Conn. 








JOHN M. HOLCOMBE, President 























District Managers for 


WAN T E. D Good Locations in Ohio 


Write the Home Office for further particulars. Here’s an opportunity 
for a good man to get in on the ground floor with a progressive 
young Ohio company. 


THE GEM CITY LIFE INSURANCE CO. 


DAYTON, OHIO 


Are You Permanently Established? 


White for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 




















The impressions and _ habits 
formed in youth are greatly 


responsible for our thoughts 
through life. Boys and Girls today are the 
Men and Women tomorrow. “Child’s En- 
dowment’ teaches them for that “tomorrow.” 


t 








OF DES MOINES, IOWA. 


We issue all standard forms of Life Insurance Policies. Every policy protected by Deposit of 


Full Legal Reserve with the State of Iowa. 





the insured savings account as we know 
it serves this purpose. 

In one outlying Chicago bank over a 
thousand of insured savings accounts 
were placed in 60 days. Ove 5,000 in- 
terviews were had and over 50,000 pieces 
of literature in four languages were dis- 
tributed. Can it be said that the cause 
of life insurance was in any wise dam- 
aged? 

In one Minneapolis bank over 2,500 ac- 
counts have been sold in the past ten 
weeks, and it looks as though 5,000 ac- 
counts would be placed before the cam- 
paign is completed. Even though the 
regular agents of our company have 
nothing whatever to do with this busi- 
ness and in fact are not permitted to 
sell savings accounts, they are quite 
enthusiastic over the results. Although 
the Lincoln Life has had a Minneapolis 
office for only a year, yet it is better 
and more favorably known there today 
than many companies who have had 
offices located there for twenty-five years. 
This has not resulted in any dissatisfac- 
tion or disorganization of our agency 
force, but on the other hand, should be 
of great assistance to them’ in the sale 
of permanent forms of insurance. Neither 
has this damaged any life insurance 
company nor agent. . 


ET me say again that I am quite 

firmly convinced that no plan of in- 
sured savings account will succeed where 
the insurance feature of the contract is 
in the fore. Destructive conflicts of all 
kinds will develop between life insur- 
ance companies, their agents and the 
banks, and permanent success cannot be 
attained. 

I am just as firmly convinced that per- 
manent satisfaction to all parties and 
great success can be had with the plan 
where the insurance feature is but inci- 
dental and where the regular agency 
staff has nothing whatever to do with 
the placing of the accounts. 

We see in insured savings accounts the 
greatest opportunity that has been of- 
fered in recent years to life insurance 
companies to perform a much needed 
service that no one else can perform, an 
opportunity to aid in the education of 
the masses to save money—not with 
which to buy life insurance, but for the 
permanent good of all business, life in- 
surance included. In our short expe- 
rience we are already protecting thou- 
sands of people who haven’t another 
dollar of life insurance, and are cooper- 
ating with bankers to aid these thou- 
sands to save money who have never 
before had a savings account. Isn't 
this a worth-while service to the futurg 
of life insurance? 


Plan Headquarters for Actuaries 


At the recent convention of the Ameri- 
can Institute. of Actuaries a committee 
was authorized and has been appointed 
by President George Graham, actuary 
of the Central States Life, to consider 
the question of having permanent head- 
quarters for the institute with a resident 
secretary to handle routine matters. The 
growth of the institute and the extent 
of its operations has been such as to 
bring the necessity for a permanent 
home prominently to the attention of 
the members. Work is also being done 
by the institute members towards ar- 
ranging for an advisory committee of 
fellows of the institute to assist and 
advise students taking the institute ex- 
amination. The promises of coopera- 
tion received from members insure the 
success of this proposed scheme. 


Insurance Commissioners’ Meeting 


The National Convention of Insur- 
ance Commissioners will hold a meet- 
ing at the Hotel Astor, New York, Dec. 
6-8. There will be committee meetings 
on Dec. 5. The committee on fire in- 
surance will meet at 10 a. m. Monday. 
The executive committee will meet at 
2:30 on that day and the committee on 
examinations at 4 p. m. 


Figures on Maine Business 


The annual report of Commissioner 
Smith of Maine shows that the new life 
insurance written in Maine the past 
year was $51,970,673.65, all written by 
eleven life insurance companies author- 
ized to do business in the state. 

The total amount of insurance in 
force in fraternals operating in the 
state is given as $47,982,899. 














“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES .8-T Bide.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 














YOUR NAME 
yy, HERE 
=a” Advertising Pencils Build 


Good Will and Bring Results 


Turn your prospects inte 
customers and your cus- 
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resenting them with 
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Lead Pencils, printe 

with your aivertisement. 
No other advertising spe- 
cialty costing so little 
money is so useful to 
everybody—so sure to be 
kept and used—so certain to 
make a favorable and last- 
ing impression on the minds 
of those who get them. 
Samples and quotations on request 


du “Ad” in the hand is worth 1000 
in the weste basket 
NORTH AMERICAN 
PENCIL WORKS 


501 Plymouth Ct., Chicago, Ill. 
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FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income” 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 
Ohio, Illinois and Kentucky 








The Accumulation Policy 


is a combination of insurance 
and investmentin a new sense. 


Specimen Rate 
Age 35...... $31.90 per $1000 


The continued payment of the rate 

creates increasing benefits each year. 

As a seller it has no competition. 
Write us about it. 


NATIONAL LIFE ASSOCIATION 
Des Moines, Iowa 
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STARTS IN NEW LINES 


PAN-AMERICAN LIFE’S ACTION 





Will Open a Health and Accident De- 
partment and Will Write Sub- 
standard Life Business 





NEW ORLEANS, LA., Nov. 29.— 
Announcement is made this week that 
the Pan-American Life of this city is 
perfecting arrangements to write sub- 
standard business. It expects to have 
this department in force in a short 
time. The Pan-American also an- 
nounces that it will open a department 
for the issuance of health and accident 
insurance about Feb. 1. The company 
is going very strong and has made a 
big success under the management of 
President Crawford H. Ellis and Vice- 
President E. G. Simmons. The com- 
pany operates not only in the United 
States but in the West Indies and some 
of the Central American republics. 


Effect of Prohibition 


The effect of prohibition on insurance 
was discussed by W. W. Knight, med- 
ical director of the Connecticut General, 
in a recent talk on the general subject 
of rejections. Dr. Knight said that 
there was little change in conditions, 
applications still coming from all classes, 
from abstainers to heavy drinkers. 
Some are still being turned down for 
over indulgence. The actual fatalities 
from alcohol, however, have decreased 
to a marked extent. Government figures 
show deaths from this cause as 4,161 
in 1916, 3,922 in 1917, 2,220 in 1918, 
1,367 in 1919. Dr. Knight further said 
that the last medico-actuarial mortality 
investigation indicated that the life of 
the abstainer is 24% years longer than 
that of the non-abstainer and incalcula- 
bly greater than that of the steady 
drinker. Abstainers prove by far the 
best risks and this is especially true 
around the ages of 35 for women and 
45 for men, these ages showing the 
heaviest mortality. from alcoholism. 


Will Enter Life Field 

The Merchants Life & Casualty of 
Minneapolis has recently amended its 
articles of incorporation so as to permit 
the writing of life insurance in addition 
to health and accident. It has also 
increased its capital from $100,000 to 
$250,000. 

The Merchants is licensed to write 
health and accident insurance in sixteen 
states of the middle west, and expects 
to enter most of these states during the 








are best based on past performance. 


Policy No. 11 Amount: $2,000 Age: 22 
Period covered; Entire Company history 
1867—1921 
Premium $83.90 Plan: 10 Payment Life 


Total Gross Premiums... .. . 


$839.00 

Total Dividends............ 1,065.30 
Excess of Dividends over 

Pic cnkcateteek $226.30 


For further information address 





coming year for life insurance. 






























Home Office 
Building 


HOW MUCH WILL IT COST? 


‘‘How much will it cost?’”’ sooner or later interrupts every selling talk. 
Life Insurance Agents who can show the low net premium deposits of Union 
Central insurance need not evade this question. 


Estimates of future cost 
Union Central history is full of enviable 


records demonstrating that our policyholders have benefited over a long 
period of years on account of Union Central Low Net Cost. 


A policy which covers the entire period of the Company’s existence recently 
became a claim. The exhibit below shows how liberal dividends made pos- 
sible a most remarkable return to this insured. 


Amount of Policy.......... $2,000.00 
Additions purchased with 

$341.83 Dividends....... 437.00 
Dividends taken in Cash.... 556.86 
Total Cash received by Policy 

holder and Beneficiary. . “$2, 992.86 
Premium Deposits (less $166. 61 

Dividends applied)....... 672.39 


Excess Receipts over Deposits $2,321.47 


_A booklet further describing this interesting policy will be sent on request. 


The Union Central Life Insurance Company 
CINCINNATI, OHIO 








Total Resources Dec. 31st, 1920 
New Insurance Paid for 1920 


Insurance in Force - - 


NEW ORLEANS, U. S. A. 


(Exclusive of amount Insured under Double Indemnity Provision) 


PAN AMERICAN LIFE INSURANCE COMPANY 
CRAWFORD H. ELLIS, President 


THE PAN-AMERICAN WAY 


- $ 8,742,060.93 
-  31,433,676.00 
-  91,408,227.00 


open to you. 
Address 


clean record, instructing them by corres 


E. G. SIMMONS, Vice-Presid 


N KEEPING with the higher Ideals and Ethics of the business, the Pan-American does not 
seek to employ agents of other companies, but by interesting men of intelligence, character oad 
ndence, and assisting them by the active co-operation of 
specially trained men, it has built up a field organization that is prosperous and contented. 


What these agents are doing, you can do, if you have the will—the Pan-American Way is 


t&G al Manager, 
New Orleans, La. 














W. W. LANE, Secretary 





(Copyrighted) 


LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


Under Our Service Pension Contract 


LA FAYETTE, INDIANA 


THE LA FAYETTE LIFE INSURANCE CO. 


A. E. WERKHOFF, President 
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Great Southern Life 


Insurance Company 


HOUSTON-DALLAS 
‘Texas’ Hundred Million Dollar Company”’ | 


Has never issued a policy with 

Double Indemnity 

Premium Reduction 

Coupons 

Group Insurance 

(No frills or trimmings) 

Issues only 

Plain, Simple Contracts 


Full Reserve Values 
(Cash, Paid Up or Extended Insurance) 


Full Total Disability Benefits = 
Monthly Income Payments to Beneficiaries 
in All Approved Forms. 


We offer no inducements to agents except prompt service and fair 
treatment. All business conducted on strictly cash basis. 


O. S. CARLTON, President, Houston 
E. P. GREENWOOD, Vice-President, Dallas 












































FOR OVER SEVENTY YEARS 


On August 1, 1851, the Massachusetts Mutual issued its first policy. 
From that day to this its constant endeavor has been to furnish the 
best possible life insurance protection at the lowest possible net cost. 
That it has succeeded is shown by the enviable reputation which 
the Company enjoys among those who buy insurance and among 
those who sell it. Efficient service and a square deal for everyone 
have been its watchwords for over Seventy Years. They will be its 
watchwords throughout the years to come. 


JOSEPH C. BEHAN, Superintendent of Agencies 
Massachusetts Mutual Life Insurance Company 
Springfield, Massachusetts 
Incorporated 1851 








THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now i 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh “peice Pittsburgh, Pa, 

















All; No Accessorries 


Just a Bank — That’s 








ERE is a rift in the clouds. The 

Midland Bank of Cleveland adver- 
tises that it is not in the side line game. 
It does banking and nothing else. Here 
is its advertisement: 

This institution does not term itself 
“a department store of finance,” nor 
does it desire to be so regarded. 

The Midland dees not deal in insur- 
ance, real estate or steamship tickets, 
promote companies, float issues of stocks 
or bonds. It is content to be just a bank. 

But the Midland supplies every bank- 
ing service, business or personal, do- 
mestic and foreign, handling commercial, 
checking and savings accounts, dealing 
in foreign exchange and renting safe de- 
posit boxes. 

We take pride in the fact that our 
customers tell us that we do these 
things well. 


Quota System Works Well 


The quota system, adopted by the 
Phoenix Mutual in January, 1921, has 
resulted in that company’s agencies ex- 
ceeding the goal in some cases and in 
most others approaching the 100 per- 
cent mark after 10 months of business. 
The Phoenix Mutual adopted a plan 
whereby each agency was advised quar- 
terly of its three-months goal and a 
quota chart was posted in each general 
agency of the company. The amount 
asked of each agency was figured by 
the sales research division and based on 
the work done in the past six months, 
qualified by available information as to 
expected business in the particular lo- 
cation and general seasonal fluctuations. 
There has been no personal bias in the 
figures represented and the fact that 
the goal will be reached in practically 
all of the cases indicates the fairness of 
the estimate. Two of the agefcies have 
already passed the goal for the entire 
year. 

The Oklahoma City agency, in 10 
months, exceeded its quota by 3.4 per- 
cent and the Cleveland agency by 1.3 
percent. In both of these cases, the 
quota scale was steadily increased each 
quarter, as the returns indicated an in- 
creased earning power. In spite of the 
increase, the agencies were able to ob- 
tain their goal. Many other offices are 
now approaching the goal and it is ex- 
pected that the company’s quota will be 
reached before Dec. 31. 


Divorced Wife Gets Insurance 


Although a wife may have obtained 
a divorce decree in Nebraska, she is 
entitled to recover as beneficiary of a 
life insurance policy until the decree 
becomes operative six months later, 
according to a holding of the Nebraska 
supreme court, 

H. Fred Billings of Omaha died Aug. 
22, 1919, three months after Mrs. Eva 
Billings had obtained a divorce from 
him. His mother, Mrs. Mary N. Bil- 
lings, contested the wife’s claim to the 
$1,000 insurance in the Woodmen of the 
World, which the company paid into 
court subject to the court’s decision. 
The wife was found entitled to the 
money. 








CENTURY LIFE INSURANCE 


Capital, $200,000 NO ORGANIZATION EXPENSE 


build a real life insurance company. 





THOMAS J. OWENS, President DR. ALBERT SEATON, Vice-President and Medical Director CLAUDE T. TUCK, Secretary 


Occidental Building | 
CO., inDIANAPOLIS | 
Surplus, $100,000 


All of the stock is held by « few substantial business men Managed by men experienced and familiar with all de- 
of Indiana who believe in the ability of the management to partments of life insurance work. 


We offer agents experienced management, superior policy contracts, 
choice territory, progressive field and home office methods and an 
old-fashioned general agency contract that means money. 

If you want to be affiliated with an institution that has real red blood in its veins---that has all the elements of growth and permanency— 


Tell us where you want to work 


A Penn Mutual Premium, less a Penn Mu~ 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all ite Benefits, is unsurpassed 
for net low cost and care of interest of all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 











Eureka Life 


Insurance 


Co. 
OF BAITIMORE, MD. 


Incorporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


JOHN C. MAGINNIS 
President 


JOSHUA N. WARFIELD, Jr. 
Vice-President 


JOSEPH H. LEISHEAR, Jr. 
Secretary-Treasurer 


J. HOWARD IGLEHART 
Medical Director 

















The 


Columbian 
National Life 


Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 











Issues the best 
forms of policies 
of Life, Accident 
and Health Insur- 
ance. 











Our Complete Protection 
Combination is the ideal form of 
insurance coverage 
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Should a'Man Between 40 and 45 Cash In 
on a Paid-Up Policy, Invest His Money at 
Interest and Take New Whole Life Policy? 


T the November meeting of the 

Chattanooga Life Underwriters’ 

Association Arthur W. Larsen, 
assistant secretary and assistant actuary 
of the Volunteer State Life, discussed 
the question “Whether or not it is ad- 
visable for a man between ages 40 and 
45, who has a paid-up policy, to with- 
draw the reserve, invest it at interest 
and take a new policy on the whole life 
plan.” Mr. Larsen said: 

“Nearly every life insurance salesman 
has met with situations at least similar 
to this. When the situation does con- 
front him, I presume he will do one of 
two things—either with the vision of a 
first year commission before him, he will 
persuade himself without much think- 
ing that he is doing both the insured 
and himself a service in causing the 
paid-up policy to be surrendered and a 
new policy substituted; or he will give 
the matter more serious thought, and 
try to do the conscientious thing. In 
the latter event, the conclusion will 
probably depend upon the process of 
thinking adopted. The uncertainty as 
to what is the right thing to do, is the 
reason, I presume, why I have been 
asked to give an opinion from the point 
of view of the technical life insurance 
man. 


Must Be Examined 
From Practical Viewpoint 


“Most of you, I suppose, would like 
to see a simple mathematical demon- 
stration that would be a conclusive ar- 
gument one way or the other. I believe 
the commonly accepted notion of an 
actuary is one who can ‘juggle’ figures 
and from them draw any conclusion 
suitable to the occasion. However, I 
do not propose to do any ‘juggling,’ nor 
do I propose to stop at figures. Every 
problem in life insurance, even though 
it lends itself to mathematical demon- 
stration, must be examined further from 
a practical point of view, before any 
dependable conclusions may be drawn. 
Furthermore, I believe I shall hardly be 
able to give you anything in the way of 
figures that you yourselves have not 
worked out in some form or other. 

“The problem I am asked to discuss, 
resolved into its component parts, be- 
comes ‘What is fair to the insured 
and beneficiary; what is fair to the 
agent, and what is fair to the company?’ 
Any proposition that is not fair to all 
three does not in my opinion need 
further discussion. However, we can 
all agree beforehand, I am sure, that 
fairness to the insured and beneficiary 
should come first. 


Consider Value to 
Assured and Beneficiary 


“Let us look at the proposition from 
their standpoint. In considering the 
value to the insured, the living value. 
as well as the death value, must of 
course be taken into account. For this 
purpose, I shall take as the cash value, 
the full reserve at 3% per cent on the 
Illinois standard, less a surrender charge 
ot $8 the second year, decreasing by $1 
each year thereafter, until the full re- 
serve is reached in the tenth year. The 
premium is the net loaded 7% per cent. 
Let us assume that the insured is suf- 
ficiently posted to invest this cash value 
safely at 5% per cent interest. On the 
one side, let me indicate the advantages 
accruing to the insured, now age 40, 
should he surrender a paid-up life policy 
tor $1,000 for the full reserve, invest the 
Proceeds at 5% per cent interest, and 
take out a whole life policy for $1,000. 
On the other hand, let me compare 


| seen from the foregoing figures. 





these advantages with those of the man 
who maintains his paid-up insurance in 
force, and who, at the same time, takes 
out a whole life policy for the amount 
of reserve on his paid-up insurance. In 
this way, the amount of protection to 
the two insured is the same. 


Plans Compared for 
First and Second Years 


“In the former case, we have at the 
end of the first year, there being no 
cash’ value on the whole life policy at 
that time: 


WEGUREETE cccccceccecoccessceeseoes $26.19 
Interest received .......+seeeeeeeee 22.55 
Wet “Eas” .ccccccccccscccescces $ 3.64 


“In the other case, we have similarly: 


Premium on whole life policy for 
$410.00 
Increase in cash value of paid-up 


$10.74 


Terr ree eee eee eee eee 


INBUFAMCE 2c ccccccccccccccccceces 8.00 
Met “Laas” .ncccccccvccccccesecs $ 2.74 


“There is a slight advantage accruing 
to the man who continues his paid-up 
insurance. 





vantage, if he lives to the end of the 
five-year period. It is true his estate 
would have received $1,000 had he died 
during the five years, while in the for- 
mer case, the estate would have received 
$1,410. The cost of this extra protec- 
tion, however, is small, indeed, com- 
pared with the values involved, and 
could have been provided for by the in- 
sured while maintaining his original 
policy in force. 


Will Policyholder 
Make Right Investment? 


“Is that all there is to this question? 
Nearly all of you have made the above 
deductions in some form or other, and 
have noted the slightly increased values 
under the ‘investment scheme.’ But, 
will some one give me reliable statistics 
as to the number of policyholders who 
will, under such circumstances, invest 
the proceeds of their paid-up policies at 
5% per cent? Even assuming that they 
are capable of investing in first class 
A No. 1, gilt edge securities (which is 
the characteristic feature of life insur- 
ance policies), how many will resist the 
temptation to buy a Ford; or how many 
will resist the tearful entreaties of their 
wives and children to buy this, that and 
the other thing? A temptation they 
would not be subjected to in all prob- 
ability had they kept their original in- 





frequently confronted. 


life insurance salesman. 











This presentation of the argument for and against the proposition of 
encouraging a man with a paid-up policy to cash it in, invest the proceeds 
at interest and take out a new policy on the whole life plan goes into the 
vital points of a question with which life insurance agents everywhere are 
The question is taken up from the standpoint of 
the insured, the agent and the company and the conclusions reached by 
Mr. Larsen are well worth the consideration and study of every active 











“During the second year, this advan- 
tage is reversed; the man who cashes 
out his paid-up insurance for the 5% 
per cent interest return gaining $2 on 
the man who continues his paid-up 
insurance in force. During the subse- 
quent years, this advantage is aug- 
mented, gradually reaching approxi- 
mately $9 in the 20th year. 


First Year Commission 
Offsets Excess Interest 


“It needs no depth of reasoning to see 
that at 5% per cent interest an invest- 
ment will yield more than the 3% per 
cent allowed by banking institutions and 
life insurance companies, leaving out for 
the moment all question of security. Do 
not conclude, however, that the in- 
sured who so invests his cash value is 
gaining 2 per cent ‘excess interest.’ In 
taking out a new policy, the insured is 
paying to the agent a first-year com- 
mission which more than offsets his 
‘excess’ interest earnings, as we have 
Dur- 
ing the second and subsequent years, 
the renewal commission makes a sub- 
stantial inroad upon such earnings. 

“Looking at the proposition from an* 
other angle, let us compare the status 
at the end of five years of the man who 
surrenders his paid-up insurance and 
takes out a whole life policy, with that 
of the man who keeps his paid-up in- 
surance in force, and does not take out 
any additional protection. 

“In the former case, we have: 


Investment ......-eceeeeeececeees $410.00 
Interest received. ......--+sseeees 112.75 
Cash value of W. L. policy......-- 59.00 
Total credits .....seeeeeeeeeeee $581.75 
Premiums paid ......+eeeeeeeeeee 130.95 
Net value ....ccccvccsevcscesss $450.80 


“In the latter case, we have a cash 
value of $456 with no deductions of any 
kind. Thus, the insured, who continues 
his paid-up policy in force has the ad- 





surance in force. How many of us can 
resist the temptation to spend, no mat- 
ter how earnest our resolutions are to 
the contrary. Moreover, do you realize 
that investments do not yield 5% per 
cent except during certain conditions 
of the money market? Statistics show 
that 20 years ago, the yield on first 
class securities was 4 per cent and less. 
The same condition may be with us two 
years hence. The ability to invest 
safely and earn a nominal rate of inter- 
est is ability which is much sought and 
highly paid. How much of such ability 
is to be found among the average policy- 
holders? 


Is It Fair to Gamble | 
With Such a Situation? 


“What is the result then of persuading 
the average policyholder to drop his 
paid-up policy and take out whole life 
insurance? The probability is that the 
cash value is soon disposed of—the in- 
sured is left without much cash value 
under a new policy and is required to 
pay, for the rest of his life, the full 
premium for his attained age, with the 
strong probability of being left without 
any protection in a few years, when 
most needed. Is it fair to the insured to 
gamble with such a situation? a 

“As to the fairness of this proposition 
to the agent and the company, I will 
dwell only very briefly. Is the agent 
fair to himself to further these expecta- 
tions of gain on the part of the insured? 
Is not a satisfied policyholder a booster 
for the agent, and a dissatisfied one an 
extremely bad advertisement? Each 
one of you wants the good will of his 
policyholders. It is not only good busi- 
ness, it is a natural human desire. How 
long do you think such good will can 
continue if the insured disposes of his 
cash value, and finds himself required to 
pay his premiums the rest of his life? 

“Finally, is the agent fair to his com- 
pany to expect a second first year com- 





Small Cases Foundation 
Of a Life Man’s Success, 
One General Agent Says 


HERE are those who believe that 

many general agents are over-train 
ing their new men, that too much em- 
phasis is being placed upon ways and 
means of selling big prospects for life 
insurance, and that the life insurance 
recruit is being taught how to sell 
business to a class of prospects that 
is comparatively small. Some life in- 
surance men believe that much of the 
so-called higher education in life insur- 
ance is impractical, and not applicable 
to present day field conditions. The 
views of those who hold this attitude 
toward the training methods that have 
been instituted by a number of life 
companies are interesting. One impor- 
tant general agent, who was discussing 
the securing and training of new men 
said recently: “Too much time is being 
spent these days in teaching life insur- 
ance salesmen how to sell life insurance 
to cover state and federal inheritance 
taxes. Life insurance men who have 
just entered the business are taught 
carefully how to prepare their canvass, 
how to gather data regarding their 
prospects, and how to present argu- 
ments that will appeal to big business 
men, those capable of buying from $50,- 
000 to $1,000.000 of life insurance. A 
certain amount of training of this kind 
is well enough, but the thing is being 
overdone. 

“What any man in the life insurance 
business, who expects to make a suc- 
cess of it, needs to know is what to say 
to the man who is capable of buying 
from $1,000 to $5,000 of life insurance. 
Take away all the cases of $5,000 and 
less and how much business have you 
left? In spite of everything that has 
been said regarding the increase in the 
size of the average policy, the fact re- 
mains that the case above $5,000, or at 
most above $10,000, is exceptional. The 
average policy, the ordinary case, is that 
calling for $5,000 or $4,000 or less of 
life insurance. The ones and twos and 
fives are the backbone of the business. 
The $25,000 cases, the $100,000 and the 
half million dollar cases, are still rare 
and unusual. The man who is trained 
to sell big business of this kind and has 
not centered his mind on the getting of 
the smaller business will starve to death 
in almost any city. I do not mean to 
deprecate the value of learning how 
to sell big men, and how to write 
large policies, but I do say that the 
success of the average life insurance 
man rests with his ability to close cases 
ranging from $1,000 to $5,000.” 
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mission on insurance which is in every 
sense continuous? No salesman would 
think of persuading a man to cash out 
his whole life policy, after five years, to 
take out a similar policy at his attained 
age. So far as the agent and the com- 
pany are concerned, does this differ 
greatly from the case in question? 

“In conclusion, allow me to ask you 
this question: Suppose it were a rule 
of your company not to pay a com- 
mission on a whole life policy taken out 
as a result of the insured’s having 
dropped his paid-up insurance, what 
would be your attitude toward this 
problem in that case? Would you then 
persuade the insured to cash out his 
paid-up insurance, and take out a whole 
life policy, or would you urge him to 
keep his original insurance in force? 
If you can answer this question without 
prejudice, you have the answer to the 
question we are discussing.” 





THE NATIONAL UNDERWRITER 


December 1, 

















MUTUAL TRUST 


LIFE INSURANCE 
COMPANY 


INSURANCE IN FORCE ...........--0-eeeee: 





FULL LEVEL PREMIUM RESERVES 
Youngest Company in America to Discard Preliminary Term Valuations 


A Strictly Mutual Company in which the Good 
Will of Responsible Agents Counts for 100%. 


IF YOU WANT TO GROW anpnprzss 


HOME OFFICE—30 N. LA SALLE ST., CHICAGO, ILL. 














J. O, LAUGMAN, President DR. ANDREW JOHNSON, Secretary 


International Life & Trust 
Company | 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 








The Midland Mutual Life Insurance Company 
OF COLUMBUS, OHIO 
Dr. W. O. Thompson, President 


eld, First Vice-Pres. and Counsel 
. Wilson, Vice-Pres. and Med. Directer 
Vice-President 
Treasurer 








RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 


ST. PAUL, MINNESOTA 











Poel, is OUR We have a contract for you under which your 
One Syccess - income will be limited only by your activities 
A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, midiicin 


Cash Capital, $200,000.00 V. D. CLIFF, President 











Life Man’s Article on 
“‘My Cleverest Sale”’ 
Wins Contest Honors 


IFE insurance men can not only 

write life insurance but write about 
writing it. Charles M. Keefer, Nebraska 
state agent of the Kansas Life, has just 
secured honorable mention in a contest 
conducted by “Editor & Publisher,” a 
business publication devoted to the in- 
terests of newspapers. The contest was 
open to all salesmen but contestants 
from the advertising departments of 
periodicals were more numerous than 
insurance men. 

Three prizes were awarded and three 
honorable mentions made for articles 
describing “My Cleverest Sale.” 

Mr. Keefer won fifth position with 
the following: 

* * * 

_ He sat in an office reading, so I walked 
in and soon mentioned the subject of 
life insurance. He said he “had no use 
for it, as he had no one to leave it to.” 
“You are married?” He sarcastically re- 
plied, “Not on your life.” “You have 
brothers and sisters.” “No.” Father 
nor mother?” “Oh, yes, 
mother.” “Is she wealthy?” 
“Then who supports her?” 
you were taken away what would be- 
come of her?” “Oh, I suppose the 
county would support her.” I said, 
“Well, guess I will have to move on.” 
He asked, “What is the matter—thought 
you wanted to sell me insurance.” “I 
did, but you are not eligible.” “What is 
wrong with me?” “Well, our company 
requires a physical examination and I 
am afraid you could not even pass the 
mental examination.” And went on my 
way. 

“No One But a Mother” 

Later passed his place of business. 
He said, “You handed it to me rather 
raw the other day.” I said, “If I stated 
an untruth, what was it? Is not the 
man who says he has no one but a 
mother to leave insurance to a trifle 
weak in the upper story?” 

He grinned the grin every insurance 
man has seen, 

I said: “You go over to the Found- 
ling’s Home, take a newborn babe home 
with you and nurse it, care for it in 
every way which a loving mother will 
do; when that child is grown how much 
will you have earned? Would you have 
earned the measly sum of $5,000? If 
you were to buy that amount today you 
would be paying her just that much.” 

The grin left his face and he was 
more serious. 

Lack of Appreciation a Crime 


“Your mother went down into the 
shadow of the valley of death; she sat 
up nights and watched you during sick- 
ness; she kept you sweet and clean dur- 
ing your years of infancy, and you have 
the nerve to say that you have no one 
to leave it to; that if you were taken 
away the county would support her. A 
beautiful tribute to your mother. There 
is no crime so great as the lack of appre- 
ciation and you express a willingness 
to. let your mother go to the poorhouse 
if you were to be taken away. What a 
beautiful monument of love you are 
erecting to be looked upon by the world 
whenever they see the possible condi- 
tion, through the lack of this little piece 
of forethought on your part. If you 
bought $50,000 you would not be giving 
her one cent more than she has earned.” 


And He Purchhsed $3,000 


He said. “I am 31. What is my rate?” 
And he purchased $3,000. Later I met 
his mother and found her to be the 
same sweet and dear old soul that all 
mothers are. Afterward he said: “T 
want to apologize to you for speaking 
of my mother as I did when you first 
came. I was only joking; no one ever 
presented the matter to me in that light 


| before, and I want to thank you for 


sticking to me until I was convinced.” 


Trials temper some men; others they 
merely throw into a temper. 








ACTUARIES 


pyenn F. CAMPBELL 
CONSULTING 
ACTUARY 








343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 











ARCUS GUNN 
CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone, Randolph 7684 











_— J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bldg. 


INDIANAPOLIS 
Hubbell Building, OES MOINES, [OWA 








rr C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 


J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Values, 
etc., Calculated. Valuations and Exam- 
inations Made. Policies and all Life In- 

Prepared. The Law of 


cITY 








surance Forms " 
Insurance a Sooeery. : 
Colcord Bidg. KLAHOMA 








J H. NITCHIE 

” ACTUARY! 

1523 Association a 19S. LaSalle St. 
Telephone State 4 2 CHICAGO 








CHARLES SEITZ 
* CONSULTING ACTUARY 
Author of 
“System and Accounting” 


209 So. La Salle St. CHICAGO 








Consuttine Actuary 


F™ DERIC'S. WITHINGTON 


402-404 Kraft Buildin 
Tel. Waleat 3761 DES MOINES, [OWA 











OHN E. HIGDON } Acteeries & Examiners 
600 Gates Building 
Join C. HIGDON | Kansas City, Mo. 














The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819-—a gain for the year 1919 of over 
$27,000,Q00. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 

+ 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohie and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 














Some executives in need of sal- 
aried employes go on expensive 
prospecting tours; others let an 
ad of this size and appearance 
bring applications to them. One 
inch, one column wide, one time $3.75. 














